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his own in the titanic battle of industries which It is my understanding that the men’s shoe industry 
is now under way for the consumer’s dollar. It has fallen off in consumption of the number of pairs in 
is evident that the merchant cannot continue to do busi- this country something like a third, while the women’s 
ness along the old lines. shoe industry has increased very 
The fact that a family elects to substantially. Evidently men, rid- 
buy a car for $1,000 is not to mean ing so much, do not wear their 
that the $1,000 is lost to retailing. shoes out so frequently. The wo- 
As a matter of fact, we all know men’s increase is the result of art 
to the contrary that the thousand in merchandise and the desire on 
dollars reproduces itself in pur- their part for the complete ensem- 
chasing power through the pur- ble and harmony of costume. 
chase of labor to fabricate the car I also have come to the conclu- 
and through the disbursements of sion that the tremendous demand 
dividends on the capital invested on the family income for all these 
in the enterprise, all of which re- new items has ended, frequently, in 
create further purchasing power a compromise that has resulted in 
that naturally will flow to some a demand for more moderately 
retailer; but what we want to de- priced types of merchandise that 
termine is what industries are now still have some merit of style and 
striving with great force, with quality. 
great ability, and with great ap- To make clear my meaning, it 
peal, to carve for themselves a sub- occurs to me that, if a woman had 
stantial proportion of the cake $100 and intended to buy with that 
commonly spoken of as “family in- $100 a dress, a hat and a pair of 
come.” shoes and, before starting on her 
Automobiles unquestionably have shopping tour, her next door neigh- 
radically changed the demand for bor had sold her the idea that it 
Many types of merchandise. The would be quite impossible for her 
very use of the automobile makes to keep her social standing or her 
it necessary, particularly for wo- In addition to his position asleader food supplies in good condition 
men, to wear simple types of of the National Retail Drygoods without an electric refrigerator, 
dresses of fabrics that will muss Association, Mr. Hudson is presi- she would, very likely, use the $25 
the least, and usually clothes that dent of O’Neill & Company of Bal- (or whatever the amount is for the 
are rather moderate in price. The timore. At one time he was ashoe- down payment) to secure an elec- 
advent of the closed car, with its man, having been with Cammeyer, tric refrigerating apparatus. Then 
comfort, has affected in some meas- New York City she would buy her hat, her dress 
[TURN TO PAGE 64, PLEASE |} 


T iis retail merchant has a difficult task to hold ure the changing demand for dress in this country. 
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(GARMENTS 


(SROUPS OF COLORS 


New Fashion Trend Seen at Convention of the Garment Retailers of America 


WO events of national im- 

portance, having much in 

common, were held in July. 
Shoe merchants met at the Bos- 
ton market for their selections of 
footwear for Fall selling. The 
garment merchants met at the 
Hotel Astor, New York, where the 
first Fall showing of dresses, 
gowns and coats became the guide 
to merchant purchase. 

Two events which have so much 
in common are herewith linked, 
although ultimately, Gordon Mc- 
Neil, chairman of the retailers’ 
committee of the National Shoe 
Styles Conference, hopes that all 
industries interested in apparel 
will have the courage jointly to 
consider the entire fashion move- 
ment. 

The outstanding feature of the 
Garment Retailers of America’s 
show and display in New York 
was in the grouping of colors. 
Previously, designers in garments 
have concentrated on three or four 
dominant colors and have tried to 
build the clothes of the season on 
those selections. Now the plan in 
the garment field is to select color 
groups which make possible the 
blending of several shades of the 
same color in the same costume. 
For example, the prominent color 
group for early Fall was modern 
blue, and this term now covers a 
range of dark tones of this color. 
The dark blue tones of shoes har- 
monize best with this color 
scheme. 

The second great color group is 
Normandy green, consisting of a 
series of deep green tones, which 
gives an opportunity for two of 


the dark shades of green, either in suede or in kid. The 
third selection, and perhaps the one that will sell in a 
volume greater than all others, is the new harvest brown 
in dress—a collection of nut brown shades in keeping 
The inevitable browns in 
dress are now definitely outlined in the nut brown 


with the Autumn season. 


shades. 


When dresses are simple and smart, 
hats colorful and severely trimmed, and 
the entire costume selected for its good 
taste, then the shoe should not be fussy 
with design, but rather in perfect color 
blending. Here is a keynote attire for 
fall from the Fall Fashion Show of the 
Garment Retailers of America. 


Keon said: 


A distinct color that has more 
style character is the deep wine 
shade, which gives opportunity 
for everything in shoes in suede, 
calf and kid, and borders on the 
very deep red or wine shades pos- 
sible in all upper materials. 

These highlights in color, with 
the idea of grouping the same 
color family, indicates that the 
ensemble is the outstanding fash- 
ion trend. The only disturbing 
note:in the ensemble idea is the 
belief in Paris that, after two 
years of ensembles, the idea of 
one color blending will be common 
knowledge. Then what happens 
is obvious—the Paris designer 
creates a movement of color away 
from the commonplace, and the 
distinctive woman in the future 
will be the one who can combine 
two. different colors that are in 
harmony. This most difficult pe- 
riod is evidently some distance 
away, for the Garment Retailer 
association’s selections are con- 
sidered positive volume sellers for 
the Fall. 

Of interest to shoe men is the 
discussion of the question of skirt 
lengths. There is more news in- 
terest in skirt lengths for Fall 
and Winter, because the building 
of dresses in heavier and more 
costly materials necessitates 
pretty positive information on 
dress hems. The new hem lines 
will remain the same length, cov- 
ering the knees, and in tailored 
dresses they will be square; in 
afternoon dresses, even and slight- 
ly varied, with the only exception 
being in evening gowns, where 
different lengths, most of them 


uneven, will be the feature. 

At the convention of the Merchandise Managers” 
Group of the National Retail Dry Goods Asssociation, 
held at the Hotel Pennsylvania, July 13, John C. Mc- 


“We have endeavored to educate in the shoe world 
along these lines—shoes for the occasion, shoes to cor- 
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rectly complete the ensemble, meaning that we have 
finally accomplished for distinctive groups general 
utility or morning wear, formal or afternoon wear, ac- 
tive and inactive sport wear and shoes for evening wear, 
and the shoe departments of the country, as well as the 
shoe retailers have accomplished very much by being 
able to display their footwear in a manner that indicates 
its useful purpose. Other advertising has been along 
similar lines and other selling forces educated likewise. 

“The average retailer needs styles that sell and pro- 
duce profit, but he also needs styles that may not sell 
as well. From a viewpoint of outstanding attractive- 
ness, they stimulate interest and have a very decided 
effect upon the magnetism of the store or the depart- 
ment and other merchandise of perhaps a more classic 
or staple character. 

“There are two types of women that must constantly 
be considered; it might even be said that the problem 
narrows down to just two types when it comes to what 
is known as the costume complete, or any definite part 
thereof. The one individual, whom we will call “the dis- 
criminating,” desires line, character, subtlety of color 
harmony and conservative beauty all the time—detail 
must be perfect and quality and material of the best. 

“Along with this demand comes the essential element 
of becomingness, or shall we say—dressing up to type. 
The antithesis of this is, the woman who cares nothing 
about detail, who is in a measure blind to the actual 
existence of quality but is caught by color and youthful 
appearance, or some novel or fanciful touch or trim- 
ming that carries with it glamour that has an appeal 
to the conspicuous and to the masses. 


tailers of America. 


ornaments to blend with her coat. 





A quartet of models from the Fall Fashion Show of the General Re- 
The model wearing the light weight fancy fun 
coat is wearing snake trimmed shoes. To be in the flash of fashion, 
the next model is wearing black suede pumps with large cut steel 


blue and wears blue kid pumps with blue lizard paneling. 
with the Russian blouse dress in brown is wearing a center strap 
pump in two shades of brown, piped in gold 
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“It is fair to assume that the rotogravure sections 
of the newspapers, the theater, the cinema, and, for 
some, Paris, coupled with interesting exploiting of style 
by the fashion journals, has accomplished a greater 
breadth and length of style visualization than ever be- 
fore in the history of wearing apparel. Standardization 
accomplished only through taste, bringing about extra 
detail, has its dangerous side, and there is no doubt 
but what we are trending a little into the realm of 
standardization—hence, from a semi-serious viewpoint, 
we must guard against the possibility of wearing uni- 
forms. 

“All of these facts tend to attach much greater value 
to the timeliness of the retailer, who can keep within 
the realm of the century’s motif, but, at the same time, 
exercise that timeliness in the presentation of novelties 
that makes the average woman drift automatically 
toward his establishment, not only for the right thing, 
but the new thing. 

“Let me discourage high-powered salesmanship; it is 
not the order of the day. A woman entering your es- 
tablishment with the feeling that she cannot possibly 
go away without purchasing is not a comfortable or a 
permanent patron—use efficiency by all means, but tem-~ 
per it with diplomacy, regulate your selling policy on a 
basis of perpetuating every account on your books and 
every cash customer, with such an appeal to the transi- 
ents as will make them think of returning to your es- 
tablishment, when in the vicinity, or if not, to the ex- 
treme of mail order business, through the attractiveness 
of your sales force, your method of presentation and 
your merchandise.” 


The next model has an ensemble of 
The girl 


’ 
> 


y 
. 


4 
' 























BOOT, AND SHOE RECORDER 





In Merchant Service Since 1882 


BOOT SRDE 


REG ORDER 


ARTHUR D. ANDERSON, Editor 
Owen A. THOMAS | HeLten M. HANEY 
Harry F. BAKER E. O. Ray 
Grorce E. Gayou, Associate Editors 
Harry R. Teruune, Field Editor 
MapAME HAmILton Jerrries, Style Advisor 


CWS 


Executive, Epitor1at AND SALES OFFICES 


80 FeperAt Street, Boston, U. S. A. 
Cable Address, Bootreco, Boston, U. S. A. 
PUBLICATION OFFICE 


239 West 39TH STREET, New York City 


BRANCH OFFICES 
New Yor« 
239 W. 39th St. 
PHILADELPHIA 
214 S. 12th St. 


Sr. Louts 
1627 —— St. 
CHESTER 
70 _ St. 


CuxIcaco 
189 W. Madison St. 
. CINCINNATI 
501 First Nat. Bank Bldg. 


Copyright 1928 by the Boot and Shoe Recorder Publishing Co. 


Geiting More Shoes Sold Right 


Exit Speculation— Work Enters 


PERIOD of wealth without work has found 

its peak and the last eighteen months of 
stock market splurge is about over. All of the 
merchandising activities have suffered. Even 
goods at retail were not wanted. The primary 
thought of the nation seemed to be, “Let’s take a 
flier in Wall Street.” 

A manufacturer whose studies in economics 
were based on his own experience, plus research in 
many lines, came to the conclusion that in times of 
stock speculation factory operation diminished. 
The step by step in increase of speculation and 
brokers’ loans were offset with a diminishing step 
by step of wage incomes. 

Thus a most serious situation came to its peak 
six months ago when unemployment was an alarm- 
ing factor not in accord with the outward pros- 
perity reflected by the stock market. 

The turn of the speculative tide is now. Money 
is being brought back to legitimate enterprises that 
need the cash for payroll and merchantile opera- 
tion. 

The shoe industry is one whose prosperity de- 
pends upon wage envelopes. Shoes are bought out 
of weekly earnings. What profits are made in the 


stock market go into automobiles, jewelry, lux- . 


uries and the re-investment in more stock. When 
wage envelopes, the nation over, are constant. it is 
a sign that wealth is being made by workers. More 
apparel and footwear, therefore, will be purchased 
in the next six months’ period because of this 
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change of money movement. It will be a welcome 


relief. 

Many merchants visiting the midsummer mar- 
kets have been interviewed by us, first, on the com- 
munity wage prospects back home; second, on the 
new enterprises and activities in general business 
local to their communities ; and third, on what they 
were buying, which they hoped to sell at a profit 
next fall. In all three divisions of our questions 
the outlook was more favorable. It was not a false 
optimism obtained in the enthusiasm of putting the 
best front forward while at a trade gathering, but 
the real serious business judgment of merchants 
who feel that there is an opportunity ahead to s»ll 
more shoes, and to make a profit in so doing. 

The weekly wage envelope is a sign of the wor k- 
ing power of a nation. This applies to farming 
communities, as well as industrial centers. Earn- 
ings are increasing and the worker, in getting 
more, naturally spends more. In this new wzge 
optimism that leads into fall there is promise of 
better retail activity. 


After Six a. m. 


HETHER the shoe man did it or not, the fact 

remains that the men of this country sre 
wearing black shoes after 6 o’clock—(a. m. and 
not p. m.). 

Three years ago there were ‘two rather distinct 
classes of shoes—Tony reds and the mahogany 
shades in the majority, with blacks in the great 
minority. Then with the song, “Yes, We Have No 
Bananas” we came to a midsummer blond shoe 
season, where the color was so light that it drove 
men to the other extreme and they chose black. 

But now, slowly but surely the tide of color dark- 
ens. But a fall season is just ahead, and from buy- 
ing indications it is much too heavily black. After 
6 a. m. in the morning the majority of shoes se- 
lected by men for daytime use are black, which re- 
minds us of the bright reporter on our staff who 
tried to sell us the proposition of attending the 
Tunney-Heney fight. He wanted to clock the per- 
centages of black and tan shoes worn. He almost 
“got away with it,” but for the fact that we knew 
the show started at 10 p. m., at which times shoes, 
like all cats, are black. 

But seriously speaking, isn’t there an error in 
over-selling the black shoe? Doesn’t it mean fewer 
pairs per man? 

We give as a national record in favor of tan 
shoes the selling abilities of Charles P. Brady of 
Atlanta, who, in convention, went on record as 
saying that his department sells fourteen tan shoes 
to one pair of blacks. Directed salesmanship does 
it. Men are better dressed for the change in shoe 
colors. If man is a three-pair-per-year customer 
see to it that two are tan to the one that is black. 
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A White Victory 


7) EATHER prophets, if there are any, usually 

figure that after a preponderance of one sort 
of weather, it is time to expect a change to the 
reverse. Following one of the most miserable 
spring seasons on record, the country in one week 
went red hot. 

The heat wave that hit this country from Coast 
to coast and gulf to line, gave to the apparel trades 
their greatest selling opportunity. 

Those merchants who took our advice and held 
off their midsummer clearances reaped a harvest. 
One Providence merchant, just on the eve of 
“OKing” his Fourth of July clearance sale adver- 
tising, read our editorial on whites and summerish 
footwear and threw away the copy and cuts—hold- 
ing up on his clearance plans. In three weeks his 
sales compensated for the losses of four months’ 
operation with a little profit to boot. 

Reports from all sections ui the country indi- 
cate that the heat wave developed a white shoe de- 
mand and the majority of stores are now hungry 
for whites. There is very little possibility for re- 
stocking in order to catch the public’s sales in- 
terest. 

The only two months 
of the year when the 
entire country is in ac- 
cord on weather is July 
and August, and future 
preparations should 
now be made with the 
trade having in mind a 
national sale of whites 
and purely summerish 
shoes at regular prices, 
even though clearances 
may go on simultane- 
ously with the regular 
price activity. The two 
roads to a profit are 
worth traveling. ‘ 








request. 








The Information Department of the Boot ANp 
SHOE RECORDER receives thousands of letters each 
year from merchants in every State in the Union, 
asking for all kinds of information. 

Our staff of experts is busily occupied every day 
in the week rendering a service of information 
that is unique in this industry. 

We appreciate Mr. Solomon’s confidence in our 


Foe 6 TOE 


New Name 
Needed 


77)E are just at the 
Oe of the 
greatest growth of what 
might be termed “ex- 
panded retail busi- 
nesses.” That isn’t the 
exact wording to use, 
but here’s the idea: 

A successful shoe 


Department. 
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— — To 
The ‘Reason Why 


HIRSCHMAN SHOE CO. 
Salt Lake City, Utah 
We want to take this opportunity to thank you for 
the information given us in reply to our recent 


It is indeed a pleasure to be able to request in- 
formation from a source such as your and to know 
it will be authentic and reliable. | 

Very truly yours, 
HIRSHMAN SHOE CoO., 
(signed) S. M. Solomon 
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city or town finds that under new conditions it can- 
not increase its volume of business at its present 


headquarters. It, therefore, looks for suburban 
branch stores, tied up with the main store, to serve 
three purposes: first, carrying the store to the 
suburbs for the convenience of the public; second, 
making a profit by such increased opportunity, and 
third, as an outlet for the ambitions of junior mem- 
bers of the staff. 

One merchant who is now contemplating four 
suburb stores says “the last reason comes first.” 
He had developed in the parent store some remark- 
ably intelligent and ambitious young men and 
women. Being ambitious the natural thing to ex- 
pect would be that some day they would open up 
stores for themselves, or work for somebody else in 
managing capacity. 

This merchant figured it out that it would profit 
him most by putting these ambitious workers into 
branch stores so that they could grow with the or- 
ganization. It incidentally would be a great stimu- 
lus to the main store because the competition of 
brains kept everybody at headquarters up to top- 
notch efficiency. 

Do we need a new terminology in the shoe 

trade, for a parent 
store with four 
branches cannot be 
termed a chain and yet 
they are so classified 
statistically. The store 
is owned by an inde- 
pendent merchant who 
invests his own money 
and ventures in trade 
on his own judgments, 
by and with the help of 
able assistants. Mer- 
chandise is fluid in its 
movement from the 
main store to the 
branches, and possibly 
back again. 
. We need a new name, 
other than chain, for 
this sort of direct store 
ownership and manage- 
ment. The popular ac- 
ceptance of the name 
chain is a central or- 
ganization operating a 
group of stores that are 
directly managed from 
a centrally controlled 
station, and where the 
manager of the chain 
store is in a routine po- 
sition, just one step 
above selling on the 
~5 floor. 
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Simple 


OxForRbs 
for 


hall Walking Wear 


HEN the cut of a tailored dress is of great importance, when the 
roughness of the fabric used makes the garment strictly a walk- 
ing and shopping rig, then look for the return of oxford types of shoes. 
A number of years ago the Prince of Wales came to Boston and one of 
our staff was able to sketch the pattern that has swept around the world, 
not in men’s shoes, but in women’s, taken from the sport shoe worn by 
the Prince of Wales. There have been many variations on the original 
Prince of Wales pattern, but they all are reeognizable from a lace that 
loops at the throat and then goes criss-cross up the throat to the bow, 
the pattern being cut in three fingers on each side, and the oxford being 
without a tongue. 

We reveal in the major shoe on this page a prominent designer’s 
newest creation—what he terms the Betty Wales—with a tweed upper 
and tan calf trimmings. This smart and original fall shoe swings into 
line with the tailored movement. 

Also, on this page we show three types of shoes that have beginnings. 
Many feminine feet need the pressure over the waist to reduce the puffi- 
ness in the front of the foot, and to give better fitting support. Look for 
oxfords in the new reddish browns, particularly in suede, with trimmings. 
The new colors in dress, strawberry, raspberry and fuschia, make a 
place for the darker reds and wines for fall. 
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for Fall 
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Trim 


PUMPS 





for 


Fall Afternoon Wear 


HE pump as a more dressy type of footwear for women is here to 
stay, but it is subject to change each and every season. This fall 
the interest is in the trimming of pumps, if for no other reason than 
to make less popular the plain pumps that the girl bought last year. 
In the highest grade shoes the pump carries pipings of gold or silver, 
and a very delicate use of overlays. 

In the popular priced shoes collars and small quarters, novel throat 
effects and the tongue with the ornament sells and resells. In this 
range of shoes expect an interest in blue leather. The reason for blue 
is evident from the volume of blue dresses and coats already bought 
for fall. 

The deeper beige tones are good for the early fall months of Sep- 
tember and October. 

One of the surprising things in shoe selling this year has been the 
revival of interest in the parchment colors, and what naturally fol- 
lows is the deeper beige shades in dressy shoes. 

For colors of distinction expect wine, prune and green for they each 
are distinctive in suede and smooth leathers. 

Shoes for fall need to be selected with a double selling interest in 
mind—lighter colors and more vivid effects for September and October 
selling, because the women of this country will ask for a little more 
spirited shoe for these months. The following period of November 
and December can be made a market for sober toned shoes in keeping 
with the season. 
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STRAPS « 
General 
Wear 
Lead 











mw FALL 





—s is no pattern that permits of greater variety and greater fit- 
ting value than the strap. The primary reason for the strap is its 
control upon the foot. Fitting is better with straps than any other 
method of adjustment. Unquestionably the outstanding pattern of all 
time is the strap for all of these features, and for its infinite variety of 
placement, adjustment, design and decoration. 


The strap gives the designer of shoes the greatest liberty, and we show 
on this page everything from a semi-sport type of shoe (in the pair) to 
three unusual strap effects, as illustrated at the side. Through clever 
designs straps give the greatest expression of beauty and likewise the 
greatest adaptability of materials, patterns and methods of fastening. 


The little harness buckle fastening is very good this fall. The double 
slip metal fastener that holds the strap by its own pressure is also 
good. The button, the greatest strap control, will naturally continue 
its leadership. Some of the new wide straps give opportunity for gore 
control underneath the medallion used in ornamentation for the center. 


Patent leather, black kid, black lizard and black snake, are important 
in every stock. The brown suedes, with calf or kid trimmings, follow 
along a close second. In high style shoes, however, brown calf and kid 
ring the bell most often. Reptiles and fancy grains, and the new season’s 
novelties, blues, greens and wines, should be considered as high profit 
makers for the fall season. 


Almost a revolution in heel heights has taken place. The demand for 
the exceedingly high heel, 24/8 and up, has gone. Even the 16 and 20/8 
heels are’ subject to change, and the great national favorite this season. 
as tested by the Boston market, was the 14/8 heel. Every other market 
center this mid-season reports the same broad tendency in heels. 


A revival of the all leather heel in the smart and simpler shoes is al- 
ready here. The semi-sport shoe, as shown in the pair on this page, in 
all leather heel, rather than the suede, as pictured, is one of the smart 
high grade shoes of the season. The merchant’s greatest opportunity 
for profit lies in his smart selection of wanted types of strap shoes. 
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NOVELTY 





oe . 
Designs 
HE mid-season buying activity which began in Boston leading up to 
an early fall presentation to the public, was punctuated by a spirited 
interest in novelty patterns. The reason back of this acceptance of fancy 
shoes was the idea that regular customers would take oxfords, pumps and 
straps, but to catch the younger trade there was a need for fancy, 
trick shoes. 


Each of these new shoes has a “chicken trade” appeal, because of un- 
usual pattern work. For example, the shoes shown in the pair, indicate 
a patent leather vamp and quarter, and the motif of the Olympic wreath 
in wine red, edge piped in silver is a design that came out of the interest 
in the Olympic at Amsterdam. The creator of this shoe wanted to get 
an article of feminine footwear that might express the victor’s wreath. 
This is a novelty pattern planned for the school girl and for college wear. 





The other shoes shown on this page carry the very short forepart and 
unusual pattern lines that might appeal to the girl who is in the market 
for a new pair of shoes at least once a month, and maybe oftener. 


Madame Hamilton Jeffries summarizes the highlights of style for the 
coming season. She gives a picture of the unusual style developments 
in dress fashions for the fall season as follows: 


“There is on the horizon a winter of sharp color. Strawberry, rasp- 
berry and fuschia are already melting into clear and youthful red. Castil- 
ian with black and yellow is the relief. The one piece flannel costume 
is particularly smart with black patent piped in gold. The new blue 
modern looks well with deeper beige tones, to be worn for the next two 
months. Hence, this should be a year of years to clean up on stock 
already on hand. 


“Clear reds will be the exclusive tonals, while wine, prune and green 
follow on beautifully. The three tiered skirts are used in all of the new 
gowns, with sharp points and Chanel crystals for decoration—dipped 
skirts, but with straighter hemlines. Scallops are passé, except when used 


in pleatings of faggot edging.” 
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Lalk TANS » Increase 


Men's 


Pairage 


The Swing Toward Black Needs Counteraction—Modi fed 
Balloon Last Still Alive in Volume Grades 


NUMBER of interesting developments have 
oA recently revealed themselves in that money- 

making part of the retail shoe business, young 
men’s shoes retailing from $5 to $15. 

By no manner of means are wide toes dead, or even 
dying, but, on the contrary, are healthy, rugged and 
active volume sellers. This is the spot where the big 
volume of men’s sales is made. 

West of Rochester and south of Philadelphia, the 
balloon last, somewhat modified here and there, and the 
French types are as strong as ever. In and around 
Detroit, the French lasts prevail by a wide margin, a 
condition existing nowhere else in like proportion in 
the country. A dominant factor in the medium grades 
is the so-called rocker or English toe spring last. Then, 
too, those new French types having the wide ball ap- 
pear to be sure-fire hits. 

Black will unquestionably sell stronger in the popular 
priced field than in the other grades, a condition which 
will tend to reduce pairage. Many merchants are wise- 


ly mapping out their Fall advertising campaign with a 
view to overcoming this regrettable tendency. 

All indications point to a great season for grains in 
both black and tan. 


Even the South is ordering more 











A big city $6.00 proposition that is rapidly being taken up 
in the smaller centers. It is cut from a full grain black 
domestic calf. Made over a modified balloon last on a Col- 
legiate blucher with panel quarter. Has a bellows tongue, 
heavy pinking, harness stitch, heavy black rope sole stitch, 
all leather one inch heel, and lined with calf 


of this leather than ever before. New chocolate shades 
are being bought fairly freely for October delivery. 

Blucher patterns lend themselves to the youthful idea 
of that which is styleful. Consequently 60 per cent of 
the Fall sales will be variations of the blucher. It is 
obvious that the full wing tip pattern will be confined 
to the circular seam cuts. Fully half of all the bluchers 
will be of the “heavily fitted” variety, a distinct new 
note for this Fall. 


The outstanding surprise in the pattern field is the 
comeback staged by the full wing tip, pinked and per- 
forated, or the so-called English brogue balmoral. 

It is evident that young men will buy very few plain 
models, unless all the advance dope is wrong. There 
will be plenty of doggy shoes, all full of punchings, 
edges pinked, seams harness sewed, heels rounded and 
full of various kinds of hardware. 

In the popular priced shoes, the swing in heels now 
is to the horseshoe shape, having a half rolled welt. 
Then heels are all dolled up with considerable slug- 
gings. Many full flange heels are carrying the double 
breastings which give them a sport motif. There is no 
particular benefit to this, only that benefit which comes 
from having something different and so being able to 
catch many an extra pair sale. 

Fantastic wheeled bottoms are also introduced into 
the scheme of things for precisely the same reason. 

A small percentage of boots will sell to “old”-young 
men, and to other young men for health reasons, even 
though they may be “smartly” dressed otherwise. 

Very few high grade shoes are made with rubber 
heels, because they are not in demand on this type of 
product. If rubber heels are specified they can be easi- 
ly attached. 

In regard to the large percentage of smooth calf, 
which it is predicted that young men will demand this 
Fall and Winter, those “in the know” state that the 
facility with which smooth leathers polish is a selling 
point with the young man of today, who wants quick 

action and who also feels that he wishes to economize 
a bit by eliminating an extra pair of “shiny” shoes. 
For instance, if he bought grains, he would have to buy 
a pair of smooth leathers also; he feels that he must 
have at least one pair of smooth-surfaced footwear. 

While black, undoubtedly, will. have the edge over 
tan in popular demand in men’s shoes, the merchants 



























The wing tip, perforated and pinked shoe is “in agaiv.” 
Its semi-sport smartness is developed by its heavier leuth- 
ers and stitchings. It’s the smart shoe for Eastern trade 
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of the country can move 
the percentage downward 
by judicious suggestion by 
way of advertising, win- 
dow displays and in direct 
conversation with their 
customers. 

Charles Brady of At- 
lanta says he sells four- 
teen pairs of tans to one 
of black. Admitted that 
tans are more likely to 
sell well in the South than 
in the North, Mr. Brady’s 
record on tans is still 
high. He does it by hav- 
ing every salesman in his 
establishment talk -and 
show tans to every cus- 
tomer, regardless of what 
the customer asks for. 
He also stresses tans in 
his advertising and win- 
dow displays. 

In one of the New York 
Hanan stores it is a rule 
that every male customer 
must be shown a pair of 
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Lasts 


Patterns 





Heels 





Leathers 





f Leather 
Rubber 5% 


In Young Men’s Shoes at $12.50 to $20—Plus 


Black 50% 


Smooth calf 70% 
30% 


Grain 
Colors 50% 


30% dark tan; 20% light tan 
Smooth calf 50% 
50% 


Grain 


Modified balloon 


Medium last 
Brogue 
Custom last 


Oxfords a 


Boots 5% 


Bluchers 20% 





% wing tips None 

Heavily fitted 10% 

Plain 90% 
Bals 80% 


95% 


None 
30% 
30% 
40% 


English brogue None 











Full wing tip 60% 
Straight tip with cen- 
ter perforations 20% 
Plain tip 20% 


Straight tip 100% 


{Flange 80% 
1 Straight 
Straight 100% 


20% 




















Young Men’s Shoes at $8 to $10 


{ Smooth calf 55% 
Leath Black 60% ° ) Grains 45% 
CF Ss 400, § Smooth calf 55% 
— ©) Grains 45% 
sn » op | Rocker or Toe : 
Lasts Brogue t5%6 E ae 25% 
French 15° To | ‘came 20% 
{| Custom 10% | e 
{Bluchers 60% 
| English brogue None 
| % wing tips 30% 
Heavily fitted ot 
,) Plain 20% 
Patterns Oxfords 100% Ra) 
| English brogue 30% 
| % wing tips 10% 
Heavily fitted 40% 
( Plain 20% 
| Boots None 
(Flange vee 
Leather 80% Custom 10% 
Heels Straight 30% 
Rubber 20% Straight 100% 











§ Smooth calf 60% 
Leathers ] Black 16% 1 Grains 40% : 
) Colors 249, j Smooth calf 60% 
“*/° ) Grains 40% 
( Modified Balloon 45% 
) Brogue 40% 
Lasts ) French 10% 
(Custom 5% 
{ {Blucher 60% 
English brogue, None 
| % wing tips 40% 
| Heavily fitted 50% 
) Plain 10% 
Patterns , Oxfords 100% ““\ Bal 40% 
English brogue 40% 
% wing tips 25% 
Heavily fitted 35% 
Plain 10% 
| Boots None 
( Flange 40% 
) Leather 60%< Horse shoe 40% 
Heels ‘ | Straight 20% 
(Rubber 40% Straight 100% 








Young Men’s Shoes Retailing at $5 and $6 
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tan shoes in his size. 
Even if the customer 
asks for a pair of eve- 
ning shoes, he is also 
shown a pair of tans 
for day shoes, and if he 
is in search of shoes 
for day wear and insists 
on black he is shown the 
duplicate shoe in tan and 
given a good sales argu- 
ment. This boosts the 
sale of tans remarkably 
and often leads to a two- 
pair sale, when the cus- 
tomer originally intended 
to purchase but one pair. 

Another Fifth Avenue 
merchant invariably 
shows both a tan and a 
black shoe in every pat- 
tern he puts in his win- 
dow and to further em- 
phasize his point puts 
alongside the black shoe 
a card which reads, “We 
have the same shoe in 
tan.” 































This golf shoe is good up in the North until the snow be- 
gins to fly and in the South and on the Pacific Coast is good 
all the year round. It is tan box calf on a sport pattern 
blucher oxford, storm welt full calf lined throughout 


ber heel; 


A typical French type last of smooth black calf having 
small perforations on the vamp and quarter; corded stitched 
tip with soft box; black fudge sole stitch; 9 iron sole; 
midget eyelets 


rub- 
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This is the way Jesse Adler introduced alligator shoes for men to New Yorkers last week 


—an interior window trim in the Adler store on Broadway near 30th Street. 


A similar 


street window display was made in the 42nd Street store 


eMan SCOTCHES she Reptile 


The Male Adopts the Alligator 


underfoot the skin of the serpent who caused the 

original downfall, or at least the skins of his de- 
scendants. Creepy, crawly things have found a definite 
place in milady’s footwear. Now man is taking his turn. 
Perhaps we are a bit optimistic and premature, but 
from the vantage point of New York in a protracted 
heated term, it looks very much as if alligator shoes for 
men are “going over” in the next few months. 

Of course, the idea of an alligator shoe for the male 
sex has been toyed with from time to time for several 
years. Louis Robertson, the leather man, has been 
wearing them for ten years or more on the golf course, 
but they were specially made for him. Lounging slip- 
pers of alligator have been high priced Christmas pres- 
ents for many years, but it was only a couple of months 
ago that one enterprising shoe manufacturer decided to 
go into alligator shoes for men in a really big way. 

Probably the first retailer to take up the idea was 
Jesse Adler, who put a good run of styles and sizes into 
his chain of men’s shoe stores in New York last week. 
They were also shown by A. B. Young in the West, the 
Geuting shops in Philadelphia and by other leading re- 
tailers in strategic centers. 

Alligator shoes for men are being launched, not as 
sport but as dress footwear. The styles put in by Mr. 
Adler include plain and wing tips as well as straight 
tips in medium toe lasts and with leather soles. The 


LC inderio woman, for some time, has been trampling 


dark rich brown color fits in with the color trend in 
men’s apparel and footwear for the coming Fall season. 
From comments that have been received from early 
purchasers of these shoes, it is evident that there is no 

[TURN TO PAGE 64, PLEASE] 





The Adlers talk alli- 
gators and wear them. 

Arthur H., at the left, and 
Jesse at the right of the photo. 
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RETAIL 


Dedicated 


to the HDUCATION of the MEN 
and WOMEN on the FLOOR, 


Poh 





Bonuses Harmonize 


Mixed Salesforce Problem 


66 F You Were Manager of a 
Store and Had a Salesforce 
Consisting of Men and Wo- 

men, What Would You Suggest as 

the Most Profitable Plan for Your 

Store as to the Division of Labor 

and Equalization of Salaries?” was 

asked of many retail shoe salesmen 

readers in the RECORDER of June 23. 

This question brought to the Edi- 

tor’s desk a variety of opinions. 

After a careful reading, it was de- 

cided that the best solution of the 

problem was made by Harry Henkin, 
salesman at The Ideal Co., East 

Main Street, Massillon, Ohio, to 

whom is awarded first prize of $10; 

the second best solution was given 
by Lyles. V. Story, salesman at 

Story’s, Inc., Winter Haven, Fla., to 

whom is awarded second prize of $5. 

Excerpts from a few of the many re- 

plies submitted are published here- 

with. 


Divide Stock Work Equally 


MASSILLON, OHIO—Harry Henkin 
of The Ideal Co. says in part: Di- 
vide the stock into sections, either in 
groups of styles or shelves, allotting 
each individual so much stock to 
keep. Cooperation between men and 
women can be obtained by dividing 
the force into units, a unit consist- 
ing of man and woman, and as one 
keeping their section in order. This 
will give the man the opportunity to 
help with the heavier work of the 
unit. Differences of opinions to be 


settled fairly by the manager, either 
between the 


in or units. For 


equalization of salaries, the bonus 
idea for bringing out the best 
efforts. Give each individual sales- 
person a number or a letter; cus- 
tomers to be waited on in rotation of 
the numbers of the salesforce. Offer 
a bonus for the most numbers of 
pairs sold by the salesperson, re- 
gardless of price. Ali important 
findings to be counted as pairs, such 
as hosiery, arch supporters, house 
slippers, etc. The number of 
bonuses offered and the given pe- 
riods of time during which same 
are offered depends on the size of 
the salesforce. Another bonus to be 
offered is for the best kept stock 
section, under the rules and regula- 
tions of the manager, prizes to be 
awarded by the manager at a time 
fair to the entire force—for in- 
stance, every two or three weeks 
after the closing of the store at 
5:80, at 5:40 the stock is judged. 
Business cards should be printed 
with the store name and slogan and 
name of the individual in the corner. 





The retail shoe store salesforce 
must at all times be in perfect 
harmony 


(DITED by Helen M.Haney 
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Give All Chance to Sell 


WINTER HAVEN, FLA.—Lyles V. 
Story of Story’s, Inc., said: If a shoe 
store would sell the goods, the sales- 
force must always be in perfect har- 
mony. If the salesforce numbers 
seven and one of the seven does not 
get a fair chance to sell goods, he 
will by his words or actions have a 
bad effect on the others. The store 
manager should see that this sales- 
man gets a fair chance to sell or that 
he is paid extra for other work he 
must do when he has no chance to 
sell goods and make that commis- 
sion he has his mind on. A woman 
with a good personality who likes to 
sell shoes and knows how to fit them 
can sell women’s and children’s shoes 
as well as any man, but she should 
not work in the men’s shoe depart- 
ment. The stock work that a sales- 
lady does in a shoe store should be 
confined to the hosiery section, shoe 
findings, and helping to mark up 
new shipments. 


Men Better on Stock 


Most men are better stock keep- 
ers in a shoe store than women 
are, and this part of the work should 
be looked after by the men. It 
might be a good plan to have some 
one of the salesforce who likes this 
kind of work to look after the 
stock all the time, and the man- 
ager of the store should keep in 
mind this very important part of the 
work and pay this man as much as 
he would make out on the floor sell- 
ing shoes; this man could also help 
out in spare time selling shoes. The 
rest of the salesforce replace all 
shoes after showing to customers. 
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Stick to One Customer 
to Sell More Pairs 


Salesman Walter Greenberg of the 
L. G. M. Store, Inc., Sarasota, Fla., 
“fires back” at Salesman Harry 
Miller of Lorain, Ohio. 

[The first instalment of Walter 
Greenberg’s “playlet,’ “Get Your 
Man—Or How Not, and How, To 
Do It,”’ was published in the April 
28 RECORDER’S Retail Shoe Sales- 
men’s Section, and immediately 
brought to the Editor’s desk a re- 
monstrance from Salesman Harry 
W. Miller of the Lorain Dry Goods 
Co.’s shoe department, Lorain, Ohio, 
which was published in these col- 
umns on May 26 under the caption 
of “Don’t Pass Up Any Sales When 
Money Spent on Advertising Brings 
"Em In.” And now Salesman Green- 
berg again takes his “turn at the 
bat” to say to Salesman Miller, in 
part, as follows.—EDITOR. | 

SARASOTA, FLA—My dear Mr. 
Miller: Your article, “Don’t Pass Up 
Any Sales When Money Spent on 
Advertising Brings ’Em In” was 
one of the best that I have had the 
opportunity of reading in a good 
while. I am taking the privilege of 
answering you, as well as others 
that may read this, in an entirely 
“impersonal” way. My ‘brother and 
I conduct a store here, in which we 
carry ladies’ ready-to-wear, men’s 
furnishings, hosiery, notions, and 
shoes for men, women and children. 

Different rules apply in salesman- 
ship. Some stores allow only a lim- 
ited amount of time to a customer, 
while others are more lenient; but 
I contend that courteous, concen- 
trated and persevering salesmanship 
directed t6 one customer at a time 
is more essential and profitable than 
the “harum-scarum” system of try- 
ing to serve many at one time. It 
is not a question of the salesman’s, 
or saleslady’s, ability. The question 
which arises is: “Was the customer 
fully satisfied? Did he get all that 


Salesman Greenberg of Sarasota 
fires back at Salesman Miller of 
Lorain 
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The above question was the 
subject of a recent debate by the 
members of a retail shoe sales- 
men’s association, who divided 
themselves into two teams, one 
for the affirmative, and one for 

“the negative, side of the prob- 
lem, as follows: Resolved—That 
shoe stores doing a credit busi- 
ness are more successful than 
those operating on a cash basis. 
There were many forceful argu- 
ments presented by the propo- 
nents, as well as by the oppo- 
nents, of the resolution. Small 
stores, it was admitted, would 
naturally be conducted on a dif- 
ferent basis than large stores; 
it was also admitted that volume 
transactions do not always make 
a business prosper. 

In answering this problem, 
state the size of the store which 
you are assuming that you are 





The July Prize Problem Will Bring 
$15 to Retail Shoe Salespeople 


If you were manager of a retail shoe store, would you 

the most successfully conduct your business on a strictly 

cash, or a credit, basis; or a combination of cash and 
credit, and what proportion of each? 


managing on a cash, or on a 
credit, basis; or on a combination 
of both; the approximate popula- 
tion of the town or city in which 
the proposed store is located, and 
what your policy would be as to 
selling terms to customers. 


TEN DOLLARS FOR THE 
BEST ANSWER. FIVE DOL- 
LARS FOR THE SECOND 
BEST ANSWER. 


Only men and women actually 
engaged in selling shoes at retail 
are eligible to enter this contest. 
Winners will be announced in 
these columns August 25. 


SEND YOUR ANSWER TO 
THE EDITOR OF “THE RETAIL 
SHOE SALESMAN,” BOOT AND 
SHOE RECORDER, 207 South 
Street, Boston, Mass., SO THAT 
IT WILL BE RECEIVED NOT 
LATER THAN AUGUST 14. 








he wished?” Or, does that air of 
“discontentment” prevail? I, my- 
self, have waited on more than one 
at a time, and though everyone out- 
wardly was seemingly satisfied, I 
was psychologist enough to know 
that something was wrong, and I 
also had that “inner feeling” that 
complete service had not been given. 
What was the result? Dissatisfied 
customers! And what can be more 
harmful to a store, especially if it 
is a “gossiping” one? Though some 
contend that “every knock is a 
boost,” I cannot attempt to agree 
with that theory in this particular 
case. Millions of dollars spent an- 
nually on advertising cannot mend 
the harm that a dissatisfied cus- 
tomer will do to a store. So I say, 
“stick” to one and get results, or 
at least stay a reasonable length of 
time! But don’t waste a moment 
with “time-killers.” Confine your 
efforts to those whom you are sure 
will keep the cash register ringing. 


A Salesman Is a Diplomat 


I agree with you, Mr. Miller, when 
you say that “I would consider it 
criminal if I saw customers walking 
out after they once were in the store, 
without a shoe being shown, because 


the clerk was waiting on another 
customer.” Criminal? It would be 
outrageous! I do not say “just live 
in the world with the one,” but I do 
say, “acknowledge others as_ they 
come in.” If friendliness in recog- 
nition is shown the “prospective” 
customers as they come in, very 
few, if any, will walk out. Cus- 
tomers as a rule do not walk out 
because they are not waited on 
the moment they arrive in the store; 
but they do walk out if the clerk 
hasn’t enough “diplomacy” to a- 
knowledge them. 


If you were manager of a sho: 
store, how would you settle “th: 
scrap” between cash and credit? 
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Shoe Store No Place for 
Lady 


HUNTSVILLE, ALA.—Dave Young 
of Dunnavant’s says: The only place 
in the shoe game today for women 
is in the children’s department. We 
all know that it sometimes takes as 
long to sell a pair of soft soled baby’s 
shoes as it does to sell a pair of wo- 
men’s $10 shoes; we dare not put a 
high salaried man in this depart- 
ment. A woman cannot handle a 
customer, nor sell as much, nor do 
as much stock work, as a man. 


For One Lady, Only, and That a 
Junior 


NATCHEZ, Miss.—Jos. C. Meador 
of the shoe department of H. F. 
Byrne & Co. says: Where there is a 
salesforce of four or five and it is 
necessary to have a saleswoman, I 
would suggest that she be the junior 
member of the group. If she is the 
senior, she would naturally want to 
dictate to the force, and should she 
attempt to dictate to the men it 
would cause a disagreement and per- 
haps the dismissal of a good sales- 
The force must work in har- 








man. 
mony. 
Equalize Salaries 
BATAVIA, N. Y.—The assistant 


manager of G. R. Kinney Co. says: 
Where ladies are employed in retail 
shoe stores, they should be given 
merchandise to sell of which they 
have a greater knowledge and are 
better adapted to sell. Equalize wo- 
men’s salaries with the men’s as to 
amount of work and time. 


Stock Work for Amateur Sellers 


DANBURY, CONN.—Mrs. A. Klopp, 
Capitol Bootery, says: Assign the 


men and women who know the least 
about selling to stock work and give 
them a permanent job at same. 
Saleswomen are entitled to the same 
salary as salesmen if they do the 
same amount of work. 










“Stick to one customer until she 
is fitted” 


Pay for Ability 


AURORA, ILL.—Chas. Hendee of 
Masters Shoe Co.: Divide the stock 
work between men and women, giv- 
ing the easier and the lighter to the 
saleswomen, and pay each clerk ac- 
cording to his or her ability. One 
or two salespeople out of five or six 
should be women. A saleslady with 
a pleasing personality will draw and 
hold a large following, especially in 
children’s departments. 


Women can sell childrens shoes best !/” 
“The shoe store 1s not the pk wa o lady? 
The question of sex makes 
Divide your sexes eau 





The question of a mixed sales- 
force brings forth many differ- 
ences of opinion 


Divide Salesforce Equally 


HARTFORD, CONN.—R. R. Seymour 
of Ground Gripper shoe store says: 
The men and women should work to- 
gether equally. If you have two wo- 
men and three men, one woman and 
one man should work on stock for 
one week, and the next week two 
women and one man. Each member 
of the salesforce would, of course, 
have an equal opportunity of selling 
under this plan. If customer asks 
for a certain salesperson, call her 
or him just the same as if on the 
floor. Men only should lift cases. 


Saleswomen Have Gab Gift 


NORTHAMPTON, Mass.—J ames 
Finn, with G. R. Kinney Co., makes 
a comparison between salesmen and 
saleswomen in four counts for each. 
For the former, he lists strength, 
appearance, public opinion and man- 
ners; for the latter, speech influence, 
strength, manners and neatness. He 
thinks more men than women in a 
shoe store should be the rule, but 
that “the woman’s tongue is some- 
times a great sales asset.” 





Ain't It the Truth? 


“There was never anything 
made but what someone could 
make it worse and so sell it 
cheaper,” says a sign in a 
Montgomery, Ala., store. 
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Customer Not Always 
Right 

BosTon.—“Customer service” can 
be overdone,” says Salesman Robert 
E. Lee. Mr. Lee has had a long and 
valuable experience as shoe buyer, 
shoe traveler, and retail shoe sales- 
man. “A customer will come into 
the store with a demand for an ad- 
justment, or an exchange, or a refund, 
that it sometimes does not pay to en- 
tertain. The customer oft does not 
show any inclination to contribute 
anything for the actual wear of the 
shoes which she has enjoyed, but 
simply wants a new pair and she 
gets her way. The well-meaning, 
but too lenient, dealer, is largely to 
blame for a situation of this kind. 
I always listen to the story, explain 
in a pleasant way the cause of the 
trouble, and make a fair offer. By 
appealing to the customer’s sense of 
fair play, you are usually met half 
way. But if some one demands ‘the 
whole thing,’ I tell the customer that 
much as we value her trade, we can- 
not consider a demand that seems 
to us unfair.” 


Equal Pay for Equal Work 


DANVILLE, PA.—Victor J. Marks, 
of Marks Shoe Store, says: I would 
pay each salesperson, regardless of 
sex, just what the man or woman 
earned. Give each salesperson a 
certain section of stock to take care 
of, offer weekly prizes for the best 
kept stock as an incentive to the 
salesmen to have their stock clean, 
attractive and arranged convenient- 
ly. The time each salesman would 
spend on his stock work would be 
entirely up to his ability to arrange 
his section and watch the sizes and 
styles. When extra salesmen are 
necessary, I would give them a flat 
commission on their personal sales 
at a little lower percentage than 
regular salesmen. No extra sales- 
man would serve a customer unless 
all regular salesmen were busy. 



















Customer service can be over- 
done 
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The Battie /”,,, DoLtar 


[CONTINUED FROM PAGE 49] 


and her shoes with the balance of her spending money. 

It seems to me that much of the talk on trading up, 
no matter how definitely we should all like to see such 
a result, is rowing against the tide. The retailer and 
the manufacturer have both been inclined to make faces 
at each other, for the trading down that has been so 
much discussed throughout industry of late has been 
on a false basis. As a matter of fact, may it not be 
true that the producer and the distributor have been 
trying to produce goods of style and merit at a low 
price because of this inevitable compromise? 

We, as a craft, must determine that our great future 
is in a better appeal to the public and a well planned 
upward-building effort to get a larger percentage of 
the total volume of all business, rather than in a fight 
for a different distribution among our stores of the 
amount of money that the public is now spending 
with us. 


Man Scorcuss rhe Reptile 


[CONTINUED FROM PAGE 60] 


prejudice against them on the grounds of “foppishness”’ 
or “sissiness.” Prejudices against the use of unusual 
materials in footwear are rapidly breaking down. The 
trade and public grow more tolerant daily. Men who 
have scoffed at the idea of alligator shoes for males 
have changed their attitude upon getting a look at them. 
In addition to this, alligator leather has excellent wear- 
ing qualities, and retains its good looks under abuse 
longer than most leathers. 

As Mr. Adler says: 

“All over the world standard shoe leathers are scarcer 
and higher priced than ever. Upper leathers continue 
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a ‘ 
They Want to K now 


Merchants ask us where to buy shoes and 

other store merchandise. In this space we 

list the following typical inquiries: 

H-1347 Wants men’s and women’s jobphur boots. 

H-1348 Wants women’s shoes to retail $5. 

H-1349 Wants women’s novelties to retail $4 
and $5. 

H-1350 Wants hob nailed boots for waders. 

H-1351 Wants officers’ tan field boots. 

H-1352 Wants slumber socks. 

H-1353 Wants misses’ and children’s Russian boots. 

H-1354 Wants women’s snappy shoes to retail not 
over $5, from a manufacturer who would 
lease space in a department store. 

H-1355 Wants good grade ladies’ riding boots. 

H-1356 Wants women’s novelties to sell for $3.85 
to $3.95. 

H-1357 bay women’s arch shoes, AA widths, at 

H-1358 Wants English riding boots for army men. 











So 














Interested parties may have names on re- 
quest to Information Department, Boot and 
Shoe Recorder, Chamber of Commerce 
Bldg., 80 Federal St., Boston, Mass. 


Ce — ~~ 





























to go higher. The women have only begun to tap the 
available sources of reptile and marine leathers for 
footwear and novelties. For months it has been almost 
inevitable that men would go to the reptiles, not only 
for shoes but for all the other masculine accessories. 
Notice the cigarette lighters, bill-folds, wrist-watch 
straps, brief cases—all coming out in reptile leathers 
and fancy grains. I. understand that now there are 
handsome leather covered fountain pens and pencils 
for men in these new man-fashion. leathers.” 





The Trend of Hide Prices 





Packers 


Heavy 
Native Steers 


Packers 


Branded 


Cows 


Packer and 
Country 


Calf Shins 


Packers 
Heavy Texas 


Steers 





254% 
24% 
24 

22% 
2234 
224% 
221% 
22% 
24 

2415 
2414 
231 











24% 27 -32 
24 28 -31 
234 2512-30 
22 -30 
-30 
-30 
-80 
-30 
-31 
-311% 
-31 
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H. R. LAMERSON 


Men Do a 


$70,000 Business 


ma $10,000 Stock 


plan to make a success in the 


ago, Harry R. Lamerson 

and C. J. Page were 

operating separate shoe 
stores in Lansing, Mich. Each 
had been at it for some time 
but neither was getting any- 
where; in fact, as Mr. Page 
recently said:—‘“We were both sailing a rather 
shaky craft so we decided that we would get rid of 
the old boats and together get into a new one.” 
Both men had heard of the success of the Brown- 
tit Concentration Stores and decided to look into 
the matter. As a consequence, with the aid of 
Brown Shoe Company’s Concentration Department, 
they liquidated their old stocks, pooled their inter- 
ests, formed a corporation with a $7,500 cash capi- 
tal and by September, 1927, had opened in their 
present location. 

Their progress since that time is a pleasing story. 
The new store caught the attention and trade of the 
local public at once. At the present rate, retail 
sales will amount to $70,000 for the first year. The 
average stock has been maintained at about $10,- 
000. That’s a turn-over of nearly five times at cost 
and seven times at retail. The net profit for the 
months of May and June above a substantial salary 
for the two owners was $1,696.30, quite a change 
for these capable men who needed only the right 


Adv, 


OMETHING over a year 
Concentration 


and cooperation from manu- 
facturer have made it possible 


shoe business. Concentration 
on one line plus a highly de- 
veloped form of cooperation 
on the part of the manufac- 
turer made this success pos- 
sible. 

There are at the present 
time several hundred Brown Concentration stores 
operating throughout the United States. They are 
all privately owned and individually managed, yet 
they enjoy every advantage of the chain system, 
and more. Their one source of supply is the Brown 
Shoe Company line, which is specifically built and 
balanced to give them every style and type of shoe 
which they can sell at a profit. They have at their 
command a staff of men trained to give them ad- 
vice in every department of retailing. Individual- 
ly and collectively, these stores are making far 
above the average retail shoe profit. As a conse- 
quence, the interest of the retail trade has been 
thoroughly aroused in this plan. 

Retailers are invited to investigate every detail 
of this modern plan for cooperating between manu- 
facturer and retailer. Ask the Brown Shoe Com- 
pany salesman or write us direct. 


Prweww Gaoe Gowngasny, 


ST, LOUIS 


on one line 


Manufacturers 
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BIGGER thao 


any BROADWAY HIT! 





are being bought months 


in advance. 












Popularity 
and Genuine Worth 
are the Buy-Words of WN 


Deauville Sandals 





Branch Sales Office: 
1634-5 Republic Bldg., Chicago 

















| The Center of Attraction 
at the Shoe Show 


Stylish 





} 





New Practical 


PATENT PENDING 


made the hit they de- 
Snuggetts served at the recent Shoe 
Show--buyers immediately recognized their 
merits--attractive, adjustable Pump Retain- 
ers which enhance the appearance of foot- 
wear and give just that swagger look so 
much desired by women folk. 

Watch Snuggetts! Everyone will be 
wearing them soon!! And best of all... 
a good margin of 
profit and ready 
sales. 





Prices 

Per Doz. Pair 
Black Patent... $7.50 
Black Satin... . $7.50 
(carried in stock) 
White Kid... 39.00 
White Satin... $9.00 
Reptilian Grain 
Tan Calf .. $9.00 


(made to order) 


For Full Particulars, write 


HAMILTON-WADE COMPANY 
BROCKTON, MASS. 


N 
























DU-351 
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NATION WIDE FRIENDS 
FOR SKEEZIX 


Skeezix “‘does his stuff’’ in the newspaper comic 
sections to the delight of millions of boys and 
girls. 

These same children will welcome Skeezix shoes 
in your store like an old friend. They are won- 
derful shoes to build good will and good profits. 





DU351—Patent Chrome One Strap Flexible Korry Krome 
Soles on Infants’ and Child’s, Channelled and Finished 
Oak Bend Sole on Junior and Senior Misses’ Sizes. Wedge 
Heel on Infants’, Spring Rubber Heel on Child’s, Heel as 
shown in Junior and Senior Misses’. 


THE W. A. WITHERS SHOE COMPANY, "SIZARETHTOWN 








Le 
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Drastically Reduced ! 
"Gena Supreme Taps in THREE SIZES 
are now offered you at a tremendous re- 
duction. Neatly finished, easily attached.. No 
filing necessary. Made of aluminum and 


metal alloy to give the desired ring when 
dancing. 


In Black Three sixes. A perfect fit for 
@ and Brown Kid re 


Place your order today. Write for Complete Cata 
logue. Special cooperation for all Capezio Dealers 


25c per pair in dozen pair ‘fo | 


Cd 
OVER 40 YEARS | aan 


MASTER BUILDER 


209 WEST 48°*ST. 


cpt. ve’ NEW YORK CITY 
IREL 


STYLE B4022 STYLE B4023 
Made of Made of 


BLACK KID BLACK KID 


Over 


1401 Medium Toe Last 











Over 


1403 Round Toe Last 


$4,60 | $4,600 


STYLE 4026 STYLE 4027 


Made of 














Made of 
No. 456 No. 456 
BROWN KID BROWN KID “Best-Ever” D’Orsays— 

Over Over 


for the Fine Trade! 
1401 Medium Toe Last 1403 Round Toe Last = 


7897—KID D’ORSAY—Satin lin- 
ing. Tufted sock lining. 


. Full grain 

sole. 12/8 heel. q 
Red, Blue and Green. 2.8 3, : 

$5 00 $5 OO No. 1877—-Same as above, in Pat- | 
= oe 








ent Leather. $2.85 pr. 


No. 7837—Same style in Black 
m Shoe Satin, with Blue, Orchid, 
or Peach lining. $2.6 


pr. 
DISCOUNT, 5% 30 DAYS 


OPEN SIZE SCHEDULE 
AA A 


BEST-LVER 
SLIPPERUCO. IN 
75 FRONT ST, BRODKLYN N Y 


New York Ollice hoom 43 Narbriclye bid, 





PARIS 
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CRYSTALLIZING STYLES 
FOR THE 
FUTURE 





iti 


-WINTER. Inc. 


+ LOUIS MO. 


wey, 1/ Studying 


CONAWAY - WADSWORTH. Inc. 


MILWAUKEE wis. 





style trends 
y through the eyes 


of seasoned experi- 
ence—interpreting 
these trends for the profit 
of those who seek our coun- 
sel is the function of this 
organization. 


We believe the large number of 
patterns on which our cus- 
tomers are doing business 
in the present market 
is the correct 
gauge of our 
service. 


PARIS LONDON ST. LODIS CHICAGO MILWAUKEE 
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Do the shoes 
in your 
window say 


“Come In?”’ 


Smooth, sleek and shining 
—styled for speed selling 
—such are Wright Shoes. 
Displayed in the Window they 
say— 





COME IN! 


Well paid workers, working every 
day, fashion them from materials 
carefully chosen for durability. 
Wearers of Wright Shoes 


COME IN AGAIN! 


To sell at 


$850 


and up. 


Being made with Arch 

Preserver Shoes “They 

can’t help catching that 
$12.00 look” 











4 More Fast Selling Styles 
In Stock Sept. 1st 


Catalog ready Aug. 15th. 














~~, 
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WRIGHT & COMPANY, Inc. 
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Style Alone 


On a basis of style and 
quality alone, ARCH 


aq) PRESERVER Shoes are 
IM OS 


an outstanding value. 


(iis 





> 


yo REG U.S PAT. OFrice | 


* 


ROCK 


Illus trated— 
Stock No. 225 
The Tech in 
Black and Braon 
Calf Also in 
blucher orford 
styles 


THE PLUS VALUE 


Comfort, foot-insurance, health 
—protection—recognized by all 
men as being obtainable in the 


ARCH PRESERVER Shoe. 


One Shoe for Two Markets. 
54 Styles In Stock. 





9 More Custom Styles In 
Stock Sept. Ist. 


Catalog ready Aug. 15th. 
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LAND. MASS. 
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— “For want of a horseshoe nail § oy, 
ad SOA the battle was lost.”? For your | 

\ < want of “IT” in show cards The 
the costly equipment of many servi 
Is a window has fallen short of aude 
its full effectiveness. The poe 
C) @) & th | show card is the voice of the and b 

ite window. A voice with pleas- 9 ow 
p : ing tones is best. Its function 197! 

rint S is to clinch sales. To better 


are as retty aS 
asummer arden | 


>= 









Annual Card Service is ex. 
clusive for one merchant in 
an average size town, suburb 
or metropolitan shopping 
center. 








and 




























First month’s service sent 
subject to 5-day approval to 
any well rated merchant. 























Cards 7x11 inches. Card holder base, 10% inches. 


SERVICE No. 1 SERVICE No. 1B 


8 cards 10 cards 
















$ 00 2 Art Card holders as $ 00 4 card holders, burnished No. 1 
: above, bluemottled bur- gold or silver, with store No. 8 
nished gold or silver trim, > name, if desired. -* 
per month with store name, if desired, per month 100 blank price tickets. a. 
($48.00 per year) _— felt lined bottoms. ($60.00 per year) No. | 
Extra Card Holders by Special Arrangement 
S No. .1. with , Same as No. 1B with 
SERVICE No. 1-A online poled sen tickets SERVICE No. ] Cc prices printed on tickets 
12 each of any 6 prices. $4.50 per month. ($54.00 12 each of any 6 prices. $5.50 per month. . ($66.00 ad 
the year.) the year.) a 
NOTE—Art Card Holders as illustrated above furnished with - £ These 
Service—No. 1, 1-A, 1-B, 1-C [7s Specially desi 
Summer 





SERVICE No. 2 | Weishts 


8 cards | for your of Weather 
$ 4.00 eT. t 












/ 


4 art easel bases, gold or silver, with store initial. F a 
| ae 
| - Faye 











6 prices. $4.50 per month.. ($54.00 the year.) 
NOTE—ART EASELS, as shown at right, with Service No. 2 


per month 100 blank price tickets. } ¥ 
($48.00 the year) LNG ME] 
SERVICE No. 2-A | e 
Same as No. 2 with prices printed on tickets. 12 each of any pers —— BOC 


189 V 
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wlards that Have “IT” 


Artistic—Different—Sales Building 


0€ nail your show cards is to better call them. And price tickets 

For ff our business. may be had with printed 
, cant The Recorder Show Card prices if desired, at slight 
‘many fH Service keeps pace with the extra cost. Recorder Show 
ort of M modern merchandising trend Card Service is second to 

The each month. We offeranew none. Cards each month 
of the ff and better type of card, with are of different design, with 
pleas # new and better holders— blank price tickets to har- 


-— “1929 models” you might monize. 
etter 














Single Show Cards Two Color 
Printed Price Tickets 


is ex. 
ote ‘ote Jon: NY 7 5 ¢ Each (Shown above in actual size ) 


pping , hite 
Footwear 


Any prices wanted 

$1 to $22.50 
Postage _— aid 6-doz. assorted $1.10 

Immediate delivery eee 


12 each of 6 different prices 
NOTE—Orders not accepted in 85c 
towns to which we deliver our —=——— 


full year (monthly) service. 12 of one price, 15c 
Cash or stamps with order 




















Select any of these subjects by number 


‘ Women’s Children’s 
1ished No. 1 Vacation styles No. 8 Play bp 

No. 2 Strap sli rs ostery 
store No. 3 Prints aid No. 9 Warm weather shades 

No. 4 Whites General 

No. 10 Broken sizes 
Ro Men’s No. 11 Business built on value 
vo. 5 Summer weights No. 12 Sport shoes 
. 6 Oxfords No. 7 Fitting 





Sa BS SSS SSS SSS SSS SBS SSS SSS SS SBE Be eee eee 


COUPON 


BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, IIl. 


Please enter our order for the Recorder “Selling Mes- 
sages” card service No. — for one year, consisting 
of cards each month, and 4 polychrome art easels 
or art card holders, with the first month's service, 
beginning with cards for August, for which we will pay 
$—— per year, payable $ per month. 








“Proof of the Puddin’” 


From a Pennsylvania merchant: 


Option for cash in advance full year’s service:— 
Recorder Stock Record Book, or 5% discount. 

“Just received your June service and beg to 
say that these are the prettiest cards I ever 
saw. I am well pleased with the service and 
the way the cards are made up and have had 
a lot of people comment on the pretty window 
displays. There is only one secret, the cards.” 


We sell Men's, Women's, Children's shoes, buckles and 
hosiery. (Cross out lines not carried.) 


We prefer:—Card holders, or art easels (gold) (silver). 
Place following initials on easels (not more than two) 
Store name on card holders 


Printed Price Tickets:— 


MERCHANTS SERVICE DEPT. 
BOOT AND SHOE RECORDER 
189 W. Madison St. CHICAGO 


$—- +— s— s—  5— 


(July 28th issue) 
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Shows you how to bring more and bet- 
ter trade into your store ... 32 pages 
of seating suggestions for modern shops | Y 
in this interesting and practical book UD eit 


“New Styles in Shop Seating” |b 
there 
b - 
al 


“Gentlemen, I want to compliment you on your book 
“New Styles in Shop Seating.’ It is a genuine help for 
the modern shoe store owner and reflects a keen ap- 
breciation of our problems. Any man interested in 
attracting better trade and building prestige for his 
store should read this book.” 

So writes a successful eastern shoe store owner. Perhaps 
this book will help you. Shall we mail you a copy? It 
is free. How proper seating can give your store an air 
of distinction—attract more and better trade—greater 
capacity at less cost and bigger profits on your invest- 
ment, all explained in this free book. Simply use the 
coupon below. 


The “‘American’’ Free Service Plan 


“American” engineers and draftsmen are at your service 
to suggest new ideas in seating arrangements. In the 
past fifteen years thousands of shoe store owners have 
accepted this free service. And as a result American 
Interlocking Shoe Store Chairs are building profitable 
business daily. This service is yours for the asking. 
Fill in and mail the coupon today. 


American Seating Gmpany 


- 1016 Lytton Building Chicago, Illinois 
Branch Qfiices—New York: R. 601-119 W. 40th St. 


Philadelphia: R. 703-1211 Chestnut St. 
Boston: R. 392-69 Canal St. 








eg 
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American Seating Company 

1016 Lytton Bldg., Chicago, Ill. 

Gentlemen: Send me, without obligation, your helpful 32 Page Book, ““New 
Styles in Shop Seating."’ 
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Devoted to Display and Merchandising Methods 
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or it may be in a small 
town between some larger 
ones. But wherever it is, 
there are others in the same 
bat—others who are 
located alongside you or 
pretty close by. 

These others are or 
should be as interested as 
yourself in drawing trade 
to this center. They are or 
should be as interested as 
you in seeing to it that 
trade is drawn into that 
center and none drawn 
away. 

True, some of your 
neighboring merchants may 
be competitors—and sales 
that they get, you won’t 
get. But the bwk of com- 
petition is elsewhere. 

You and your business 
neighbors collectively can 
do a great deal to build up 
your trading center if you 
will pull together. 

You can jointly advertise 
your community in various 
ways—not only to the 
home folks but also to those 
from other sections. Most 
people are susceptible to 
that popular fever of want- 
ing to be “where they 
ain't.” Autos and traction 
lines enable them to gratify 
that whim. Your trading 
center may be one that has 
lost business through this 
not-to-be-ignored factor. 
Through concerted effort 
this business can be 
brought back—and more 





with 
your 


town, or it may be centrally located in a large city. 


Lown store may be on Main Street in a county seat 
It may be in a residential center of a large city 


— 


with it. 
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Some August Work 
for the Merchandiser 
August 1-4 


Plan out your fall advertising 
drawings and cuts under way. 

Prepare some advertising on school shoes, to run 
later in the month. 

Get material ready for fall window trims. Bear in 
mind the fall shoe colors and have drapes and other 
window accessories of the right shades to set them 
off to good advantage. See article on this subject 
in this section. 

Show some bathing slippers and rubber soled foot- 
wear. 


August 6-11 
Hosiery is good now. Bring it forward. If you 
offer a price inducement it will bring in a lot of 
customers. 
If the condition of the stock calls for a sale now, 
put it on with a bang. 
But if the stock is reasonably low, business fairly 
good and the weather promises to be summery 
for some time, likely you'll be better off to defer 
the sale or possibly even eliminate it. 


August 13-18 
Feminine thoughts are turning to fall styles. It 
would be well to devote one window to showing 
some about now. But your shoes will be season- 
able items, so continue to feature those. 
If you’ve started a clearance sale, continue it—but 
keep your fall numbers well segregated from the 
bargain items. 
Have an ad on rubbers ready and have a rubber 
trim planned out so that it can be put in on a 
moment’s notice. Use both on the first day when 
rubbers are needed. 


August 20-25 
Now come out with the school shoes. Play them 
up strong. Give them liberal space in both win- 
dows and ads. 
Show some sport shoes—and with 
boots for fishing and hiking. 
Re-label cartons. Put stock numbers and mate 
marks on new arrivals and have them ready to 
go into stock. 


August 27-31 


campaign. Get 


them some 








Put in a “Labor Day” window. Mention Labor 


Day in the ads. 

Show men’s and women’s shoes and hosiery for 
the holiday. 

Show children’s shoes for school. 

The store should now be all spruced up and ready 
for the fall season. 
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Business LN eighbor 


The Trade of Any Community Can Be Increased 
by Using These Time-Tried Methods of 
Enlarging the Trading Area 


The ease of travel will take care of that. 
In metropolitan trading centers some retailers’ asso- 
ciations are rendering yeoman service in getting the 


merchants together and 
promoting effective pub- 
licity. In towns having but 
one trading center cham- 
bers of commerce some- 
times serve in this capacity. 

Hotels, amusement enter- 
prises, banks and real 
estate firms often are will- 
ing cooperators. 

No attempt will be made, 
in this limited space, to go 
into details as to just what 
should be done and how. 
Those matters should be 
worked out in conference 
and carefully fitted to local 
conditions and the funds 
available. 

In getting the organiza- 
tion perfected it is essen- 
tial that every cooperator 
be big enough to set petty 
differences aside and to do 
as the majority think best 
for the good of the com- 
munity as a whole without 
seeking special advantages 
for himself. Otherwise one 
man could upset the apple 
cart by insisting on doing 
something to benefit him- 
self alone, possibly to the 
detriment of his fellows— 
such, for instance, as keep- 
ing his store open at times 
when others are closed by 
agreement. 

By getting all the inter- 
ested parties together and 
impressing upon them the 
importance of pulling to- 
gether, the right esprit de 
corps can be engendered. 
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Eye-advertising, 
strongest of all 


The surest means of build- 
ing up sales is to advertise to 
people’s eyes. 

A familiar example is the 
well-known selling power of 
good window displays. 

Equal in sales-pull is that 
advertising by which people in 
increasing number will be 
drawn toward a store and its 
windows — such is Flexlume 
sign-advertising. By day, it 
pulls in the throng from a dis- 
tance up and down the street 
because of projecting and col- 
orful prominence; by night, 
because of clear electrical bril- 
liance. Ordinarily “the front 
is worth twice as much in 
rent value as the rest of the 
store,” but with a Flexlume it 
is worth thrice. 

Would you like to see, without 
obligation, what your name and 
business would look like in the 
electric words of a Flexlume dis- 
play? Free color sketch gladly 


submitted if you will just say so. 
Address 


FLEXLUME 
CORPORATION 
1737 Military Road, Buffalo, N. Y. 


Sales and Service Factories also at 
Offices in chief Detroit, Los 
cities of U. 8. Angeles, Oak- 


and Can. land and Toronto 
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CRYSTAL BUCKLES 
The Latest Novelty for Footwear 


Manolis Crystal Buckles look very attractive anc 
the prices are right. We have other designs 
besides the number we are showing. The pric 
for the Style 793 as illustrated is $24.00 dozen 
pairs, and the prices for the other crystal buckles 
range from $24.00 to $26.00 dozen pairs. 


We also have a very large line of Rhinestone 
Shoe Buckles, priced from $6.00 to $24.00 dozen 
pairs. 


Rhinestone Vamp Ornaments— 
$2.50 to $9.00 Doz. Prs. 


Rhinestone Strap Ornaments— 
$4.50 to $9.00 Doz. Prs. 


Press Steel Buckles—$5.40 Doz. Prs. 
Metal Buckles—$3.60 to $4.00 Doz. Prs. 


Genuine Cut Steel Buckles— 
$1.00 a Pr. to $17.00 a Pr. 


The time is drawing 
near to stock up on 
our reliable 


SPATS 


Styles, Prices 
and Qualities 
as follows: 


Style 110, Felt, Pearl Grey, Taupe and 
Fawn $11.50 Dog. Pr 
Style 110, Felt, Black and Brown $11.00 Doz. 
Style 113, Felt, Pearl Grey only, four a 
hand-sewed buttons $13.50 Doz. 
Style 112, Cloth, Five Shank Buttons, 
Black, Brown, Grey, Fawn and __— 
Pearl Grey ' $15.00 Doz. 
Style 114, Cloth, Leather Trimmed 
Throughout, Four Flat Hand Sewed 
Buttons, Fawn and Pearl Grey.....$21.00 Doz. 
Style 116, Light Weight Box Cloth, : 
Medium Grey only, Leather Top... .$24.06 Doz. 
Style 115, Genuine English Box Cloth 
Fawn and London Grey, Leather 
Trimmed Throughout, Four Flat 
Hand Sewed Buttons 
Style 117, Cloth, Four Flat Hand Sewed 
Buttons, Fawn and Pearl Grey 


MANOLIS MANUFACTURING CO. 
4248 N. Crawford Ave. Chicago, I!!. 


$30.00 Doz. 
916.50 Doz. 
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Fixtures such as 
these, in black, edged, 
striped or otherwise 
decorated with a 
small amount of 
some higher color 
such as silver, gold, 
orange, red, green or 
blue, make effective 
display units for the 
new Fall colors in 
shoes 


Tuning Your Windows fo 


the Vew Shoe Colors 


OLOR—everywhere we turn we 
see the word—color in the home 
—color in the store—color in 
wearing apparel and color in shoes. 
It has a magic appeal for everyone. 

The riotous colors have had their play—now the more 
subdued colors are here—Mode Beige, Mocha Bisque, 
Spanish Brown, Grege, Marron Glacé, Trotteur Tan, 
Java Brown and Gunmetal. 

With the higher colors just passing out of vogue, it 
was a very simple matter to decorate the show windows 
but with these subdued shades the problem of the 
proper. settings, drapes and accessories is one requiring 
a great deal of thought. 

In the first place the live shoe merchant will turn to 
the modernistic for the general foundation of his dis- 
play, using the various displayers obtainable today. 
These, with their differentness, will attract attention to 
the shoes on display. These displayers should be done 
in black as the body color, toned with silver, gold, 
orange, red or greens, blues, and burgundy. Any of 
these shadings will tone up the black and yet enhance 
the prevailing colors in shoes. Illustrations of this type 
of displayer are shown at the top of this page. 

For Autumn and Winter the material used for puffing 
on the floor should be heavier than that used in the 
Summer. The ideal puffing material is plush. A regu- 
lar window plush should be used and not just the or- 


By I. K. STEVENSON 


Vice-President of the 


Adler-Jones Co. 


dinary kind of cotton plush obtain- 
able at retail. Twenty-four (24) 
inch width is ideal. 

The two illustrations showing fix- 
tures and drapes indicate how 
plushes may be draped or puffed to add beauty and 
color to the display. It will be noted here how a small 
amount of draping material will accomplish much in 
raising the standard of the display. 

With the subdued colors in shoes, the Persian Orange 
will be the best color to use. A new shade called Burnt 
Orange or Vampire is a close second choice. Both of 
the colors may be used in conjunction with any of the 
new colors to be shown. 

For the Mode Beige and Grege, a burgundy will be 
very suitable. While this is a very deep wine shade, its 
rich luster will bring out these two colors. Copper col- 
ored plush for Mocha Bisque, Marron Glacé and Gun- 
metal should be used. 

Hangings, backgrounds and curtains of window 
plushes should be in harmony with the puffing plush or 
a silver cloth. The bright shimmery kind used with 
black side drapes would be very attractive. 

In any event, silk or satin should be avoided for the 
showing of the new official colors because the intense- 
ness of the colors demand something with a substantial 
heavy look to bring them out to the best advantage. 

With the simpler patterned shoes as well as the sub- 
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Nothing Draws the 


Youngsters Like a 








Like the 
STERLING MARK 


on a Piece of Silver 


It is no exaggeration to say that the name of 
The Central, on an insurance policy, is like 
the sterling mark that is stamped on a piece 
of silver. It stands for the same kind of quality 
in insurance protection and service. 


The Central has behind it a record of over 
fifty years of service to satisfied policy-holders. 
It has a reputation for fair adjustments and 
prompt settlement of claims. Its assets make 
the company and its policies absolutely safe 
and sound. With a dividend rate of 30%, it 
offers reliable and low cost insurance to any 
business man or corporation whose property 
can qualify as a first-class risk. 

Write for specific information as to 

what Central insurance offers you. If 

you consider both quality and cost 

when you buy, you are bound to be 

interested. 











THE FAIR, Chicago, is equipped with 
ten of these SHOE ZOO units 
The biggest thing in a child’s round of 
pleasure is the circus—and the biggest 
thing there is the Menagerie. 
Many gratified merchants have found 


by experience that the greatest attrac- 
tion for children at their shoe stores is 
their animal fixtures. 


This allure does not wear off. The little 
folk want to come again and again. 
Parents say they couldn’t get them to 
go elsewhere for shoes. 


The Merry Go Round Shoe Shop 
A Proven Sales Builder 


conserves floor space 
and time by eliminat- 
ing fitting stools. A 
real hit in scores of 
towns. Two sizes— 
8 ft. and 6 ft. diam- 
eter. Electric lighted. 


FREE! . 


Beautiful new booklet in 
full color illustrating and FF 
describing our line. Write § 
for it today and get your —* 
order in now for Fall 
delivery. 


THE AD-CRAFTS SHOPS 


Successors to 
THE MERRY GO ROUND SHOE SHOP CO. 
R 605-G Ave. W 


Cedar Rapids, Iowa 











' 


dued | 
in dis 
nate. 

ing w 
Abc 
ing w 
larity 


‘ 
5 
ae 
= 


28, 1998 





July 28, 1928 BOOT AND SHOE RECORDER 











dued colors, the simpler lines of the modernistic trend 
in displays should be used, avoiding the extremely or- 
nate. Screens, panels and flowers should all be in keep- 
ing with the general setting. 

Above all things do not crowd your windows. Crowd- 
ing will cause a confusion because of the general simi- 
larity of the colors. 

















Three or four neat units showing the various styles 
in one color to each unit will accomplish a great deal 
more than trying to show all the colors in a heterogene- 
ous rainbow array. The illustrations here presented 
also show an effective arrangement for a high class trim. 

Remember, simplicity is the keynote of today’s win- 
dow trimming trend. 





Units such as the ones shown on this page can be used for the effective grouping of shoes by colors—one 
color to each group. This makes a better display than can be obtained by mixing the colors indiscriminately 
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Jonray Hi-Pile, 
Hi-Lustre plush. 
24 in. wide. 


New shoe shades for Fall and modern display 

| trends demand special attention for your Fall 
Displays. Look over your copy of “The Guide 
to Better Window Displays,” the Adler-Jones’ 
catalog, and see how well the Fall atmosphere 
and color harmony can be promoted in your 







Colors to har. 





monize with new 


Fall shoe shades, 


$2.” per yd. Copper, Orange, 


Purple, Royal 













windows for the coming season. 


If your copy has been misplaced, send for 
another, or see these new decoratives in our Samples on request 
showrooms. 


Blue, Myrtle 
Green, Ruby Red. 


The Adler-Jones Company, 645 So. Wells St., Chicago 








Buy Seating— 


t “JUST CHAIRS” 


A Bed-Time Story 


is the story of Greeley bed- 
room and house slippers. 
For years women have 
asked for “Those comfort- 
able Boudoirs which 
wear so well.” Stock 
them — in colors or 
black, with leather or 
rubber heels. If your 
jobber can’t supply— 
write us direct. 


A. W. GREELEY' 


xk 12 Duncan Street - Haverhill, Mass. 












Our Drafting 
Department will 
supply you, 
without charge, 
a detailed plan 
of correct seat- 


IN 
STOCK 


36 Pair Cases 





















ing arrange- 
ment. 








Sixty years of clean progressive 
business dealing back of your | 
every purchase here. 







Send for Catalog No. 94 











The A. H. ANDREWS CO. 


107 South Wabash Avenue, Chicago 


NEW YORK PORTLAND SEATTLE 
1472 Broadway 46 Fourth St. 617 Western Ave. 








July : 
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T’S not the leisurely shopping tour 

of days gone by. Mrs. Smith is in a 
hurry. A hundred and one matters are 
pressing for her attention. 


Where will she buy ? 


Every merchant in town is clamoring for 
her attention. Scores of window displays 
are inviting her to stop and buy. 

She'll react quickly to beauty. She'll stop 
at the store most attractive to her. She'll 
buy where the merchandise is most attract- 
ively displayed. 


AND SHOE RECORDER 


Mrs. Smith is just one of the millions 
of women shoppers who buy 85 % of 
all merchandise sold in retail stores. 


A Kawneer front will make your store a 
magnet to those hurrying throngs of shoppers. 


Kawneer has created for just that purpose 
a new store front — outstandingly beautiful 
in design — powerful in sales appeal. You 
need it. 

J. DUNCAN WILLIAMS AND JOS. H. MARSHALL, 
two of America’s foremost display men, will tell you how 
to display your merchandise to the thousands of women 
shoppers in your community. Just write us about your 
problems—their services are free. 
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LOOK FOR “THIS ENCHASED DESIGN ON THE STORE FRONT "Y¥ OU BUY 





is coupon 
\for your 


THE 


ree ‘COpy 


| of this 
valuable 


book 


Kawneer 


COMPANY 


2813 Front St., 


|” EEE 


Address 


Business 


Niles, Mich 
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GRAND RAPIDS STORE PLANNING AND EQUIPMENT INCREASES PROFITS 








Business “‘at home’’ 


POPULATION of less than 5,000—a twist- 

ing “‘Main Street’’ of three short blocks— 

with Pittsburgh only 55 miles away—that pictures 
Brownsville, Pa. 

Nearby trade used to go straight through 
Brownsville—by train, interurban and motor car, 
to buy in the “Big Town.” 

But finally Brownsville awoke to the realization 
that, to keep business ‘“‘at home,” stores must 
compete in appearance, as well as merchandise 
and price. 

One merchant came to us for counsel, others 
followed suit. Picked men from our staff of store 
planners were assigned to Brownsville’s particu- 
lar problem. Plans were prepared considering 
Brownsville’s needs and those of each individual 
merchant. Shortly after, a transformation took 
place. Newly planned and equipped stores 
opened their doors and opened the eyes of those 
in Brownsville and its environs. 








Interior of store of R. S. 
Goldstein, Brownsville, 
Pa.—shown above. 


To the left, exterior 
view of the same siore. 


Grand Rapids Store Equipment keeps 


in Brownsville, Pa. 


—And people paused to wonder and stayed to 
buy. That’s how Grand Rapids Store Equipment 
“keeps business at home” in Brownsville and 
brings outside business in. 


That Brownsville merchants give full credit to 
the fixtures for the improvement, is shown by 
the statement from one of the leading merchants, 
R. S. Goldstein, whose store is shown above :— 


“*Y ou will no doubt be pleased to learn that in 
the face of a depression in business in this locality, 
and also with new competition, we have increased 
our business almost 40% since installing your 
fixtures, and we know of no other cause to which 
to attribute this increase.” 

Never mind the size of your store—no problem 
is too small to have our entire interest, none too 
large for our capacity. 

Without any obligation, send for literature on 
“‘New Way Methods in Merchandising.” 


GRAND RAPIDS STORE EQUIPMENT CORPORATION 


Formerly: The Grand Rapids Show Case Company + Welch-Wilmarth Corporation 





Factories: 
Grand Rapids 
Portland, Ore. 


Name. 


GRAND RAPIDS STORE EQUIPMENT CORPORATION, Grand Rapids, Michigan 
Gentlemen: Please send literature and information on your planning service and store equipment. 


Zi Executive Offices: 
Grand Rapids, Mich. 


Branch offices and 





Baltimore 
New York City 


representatiors 


; rrifory 
Saat in every te “ 














STORE PLANNERS, DESIGNERS AND MANUFACTURERS OF FINE STORE EQUIPMENT 
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WHo's WHO ON THE ROAD 














K. YOUNG, live-wire member of 
¢ the Indiana Shoe Travelers’ As- 
sociation and representative in that 
State for the Fargo-Hallowell Shoe 
Co, Chicago, has recently been as- 
signed the Illinois territory on “Kin- 
dergarten” shoes in addition to the 
“Hoosier” State distribution. 











HE __ interests 
of the Sher- 
wood Shoe Com- 
pany of Rochester, 
N. Y., in the cities 
of Minnesota, Wis- 
consin and Illinois 
(exclusive of Chi- 
cago) are now be- 
ing conserved and 
extended by F. W. 
Legler, already 
well known in 
Central ee 
territory throug 
. oy yee his previous con- 
en: nections’ with 
Krippendorf-Dittman Company. Mr. 
Legler belongs in the shoe industry by 
inheritance as well as ability, his 
father having preceded him in the dis- 
tribution of footwear in the Middle 
Western States. 











AMONG the shoe traveler visitors 
from various sections of the coun- 
try to the Boston Shoe and Leather 
Fair, and to the new N. S. T. A. head- 
quarters in the Statler Building, 
Boston, were: Buford McWhirter of 
St. Louis, a past president of the Na- 
tional Shoe Travelers’ Association, who 
reports business as good; _ Solly 
Schweitzer of San Francisco; Mr. 
Ellenstein of the Mid-West Shoe Co., 
Minneapolis, and Frank Weber. 





CWIAK, 

* previously 
with the Ed- 
monds Shoe Co. 
and the Walter 
Booth Shoe Co., 
in the Chicago 
district, is now 
representing the 
Herold - Bertsch 
Shoe Co., Grand 
Rapids, Mich., 
manufacturers of 





the “Torson 

Joseph Custah Shoe” in_ the 

: same __ territory. 
Making many customer friends 


through splendid treatment, Mr. Cwiak 
deserves the success he has won by 
continued effort and intelligent ap- 
proach to every selling problem. 


“The Day of the Shoe Peddler Has Passed. We Have Entered 
the Era of Real Salesmanship.” 


HELEN M. HANEY 


RTHUR C. STERN, former mem- 

ber of the shoe trade, and who 
in 1927, decided to leave this field for 
that of insurance, still retains his 
membership in the Boston Shoe Travel- 
ers’ Association, and his interest in 
the industry, and so “showed-up” dur- 
ing the busy registration days of the 
Boston Shoe and Leather Fair and did 
valiant duty at recording the names 
of visiting buyers, and in other ways 
proving that he is still a good co-opera- 
tor of the boys on the road, as well 
as of the shoe and leather group, in 
general. 





SALESMANSHIP’S A REAL 
JOB 


(By Geo. P. Utley in Harsh &€ Chap- 
line Shoe Co.’s Weekly Sales Letter) 


There is no man so pleasing in 
his personal appearance—there 
is no man who has anything like 
enough friends or acquaintances 
to secure or hold business, on 
those qualifications alone. In 
other words, we are now in the 
age where QUICK THINKING, 
DOUBLE FISTED, HARD 
WORKING, EFFICIENT PLAN- 
NING SALESMEN “bring home 
the bacon.” 

Combined with those’ very 
much needed qualifications, which 
go for the making of a SUPER- 
SALESMAN, must be the knowl- 
edge of the line of shoes he is 
selling. 

Not only must you know your 
line of shoes thoroughly, but you 
must know your competitive lines 
so that you will be more thor- 
oughly sold on your own proposi- 
tion, enabling you to put up an 
argument that is more convinc- 
ing. 

Let’s make up our minds that 





this season is going to show a 
GAIN 


Let’s realize that business is to — 
be had and we are going to = 
get it. ; 

With twenty-nine red-blooded 
salesmen working six days a 
week, ten hours a day, displaying 
the ENTHUSIASM that we talk 
about, the results will be more 
than gratifying to all within our 
FAMILY OF HARD WORK- 
ERS. 

The day of the shoe peddler 
has passed. We have entered the 
era of real salesmanship. 








cc oncuennengneenvenoncnanosoevoeenvenoe tes connenagnens voters anette 


A mone those representing the Peck 
Shoe Co. at the Boston Shoe and 
Leather Fair, and also at the Boston 
office of this house, 524 Statler Build- 
ing, Boston, were: H. Byrnes, J. 
M. Travers, A. C. Carpenter, L. B. 
Emerson, and factory superintendent, 
C. O. Cristy. 


EN. L. STEW- & 

ART, who for 
a number of years 
was connected with 
the Harsh & Chap- 
line Shoe Co. of 
Milwaukee, Wis., 
is now covering 
Oklahoma and 
Texas, exclusively, 
for the Maid-Rite 
Corporation, 
Brooklyn, N. Y. 
Mr. Stewart states 
that the trade in 
general throughout 
the territory has responded very satis- 
factorily to the new Maid-Rite features 
with a nice business. Permanent head- 
quarters are at the Baker Hotel, Dal- 
las, Tex. The other representatives of 
the Maid-Rite Corporation are as fol- 
lows: Harry R. Dostal, 832 Marbridge 
Building, New York; Eli Gottlieb, 1 
West Thirty-fourth Street, New York; 
Wesley W. Kemp and Phillip L. Woods, 
at the Denver office, 1645 Lawrence 
Street; Solly Schweitzer, 551 Pacific 
Building, San Francisco, and I. Lich- 
tenstein, H. M. Young, L. Cohen, W. 
W. Edinger, John H. Dreyer, D. E. Gee, 
J. Levy, Mrs. Maude S. Baldwin, J. D. 
Prevatt, F. J. Coens, J. V. Walsh, Geo. 
W. Wheeler, H. C. Ewalt, Hy Cohen, 
John M. Colquhoun, E. D. Fox, F. M. 
Mathews. 





Ben. L. Stewart 


GARDNER, 

¢ who for the 
past four years 
has been identified 
with the M. J. 
Saks Shoe Corpo- 
ration, has re- 
signed his _ posi- 
tion with that 
firm and will rep- 
resent Genstil- 
Manning Com- 
pany in Balti- 
more, Washington, 
Maryland, Vir- 
ginia, West Vir- 
ginia, Delaware and the Carolinas. Mr. 
Gardner is one of the most popular 





Milton Cardner 


members of the traveling fraternity 
and is favorably known by the buyers 
in the territory that he is covering for 









BOOT AND SHOE RECORDER 


July 28, 1992 


Does Your Business Stand 
On Feet of Clay? 


SOMETHING 

TO CONSIDER 
When your customers’ 
feet are weak and they 


complain of pains in the 
forward part of the foot— 


“= HERE 


or when they tell you of 
suffering from tired, ach- 
ing feet, with pains across 
the instep— 


< HERE 


and you leave them with- 
out corrective support— 
you leave the very foun- 
dation of your business* 
without proper support. 


ACH new customer who comes 
into your store represents to you 

an investment on which you will not 
realize a sufficient return from the 


first sale. 
Your profit is in the repeat sales! 


Repeat sales depend on customer sat- 
isfaction. 


Where the customer has weak arches 
that cause pain when wearing your 
shoes, you fail to establish customer 
satisfaction. That customer will look 
further for foot comfort. Those feet 
will not enjoy freedom from pain until 
the proper steps have been taken to 


correct the arch. 


Foot correction is beyond the scope of 
any shoe or any non-adjustable support. 


Correction depends on ADJUSTMENT. 


First the falling of the arch must be 
stopped. Then the height of the sup- 
port must be adjusted a little at a time 
until the arch again is up in its proper 
position. 

It’s amazingly simple. Our educational 
department will train your salespeople 
without cost. It will make them more 
efficient and enable you to increase 
your profits, 

Dr.Scholl’s New Improved Arch Sup- 
ports are easily and quickly fitted to 
the feet and worn inside any shoe. 
They re-position the arch and equalize 
the body’s weight. No other method 


accomplishes this. Millions are wear- 


ing them with great comfort and 
satisfaction. 


Don’t let your business stand on feet 
of clay! Protect it against the weak- 
ness of your customers’ arches. Draw 
and hold the trade that gets away from 
competition. 




















With this Arch Fitter Dr. Scholl’s Corrective 
Foot Appliances may be adjusted in a moment 
for an exact fit or to increase the elevation as 
the condition of the foot improves. 


THE SCHOLL MEG. CO., Inc. 
Largest Makers of Foot Appliances in the World 
213 W. Schiller St., Chicago 
62 W. 14th St., New York 
112 AdelJaide St., East, Toronto 
1-4 Giltspur St., London, E. C. 
Branches in the leading cities of the World 


Dr Scholls 


Corrective Foot Appliances 


First position—Arrest the falling 
arch with a Dr.Scholl Appliance 


Second position—Raising the ap- 
pliance as foot condition improves 


Third position—Arch fully re. 
stored to its normal contour 
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his new connection. He is very enthu- 
siastic concerning his new shoes and is 
already booking real volume business. 
Mr. Gardner’s selling scope is mate- 
rially increased by reason of the fact 


that his new house is a “make-up” 
proposition and he is making a special 
play to the large operators. It is be- 
lieved in the trade that Mr. Gardner 
has “just struck his stride” and the 
combination of the right line and the 
right man will no doubt have the de- 
sired result. Mr. Gardner states that 
the Genstil-Manning Company are 
producers of high-powered style shoes 
at popular prices and that he is antici- 
pating a good reception from the trade 
that he has faithfully served during 
the past years. 





ENRY S. BOUVE, who covers the 

volume trade from Boston to and 
including the Middle West for the J. 
A. Jonas Shoe Co. of Haverhill, makes 
his headquarters while in “The Hub” 
at Room 218, 207 Essex Street, in- 
stead of South Street, as reported 
through a typographical error in these 
columns, July 14. 





AUL SOLOMON, associated with 

the Clayman Shoe Mfg. Co. of 
Boston, states that the business he 
obtained during the Boston Convention 
was beyond his expectations, and that 
it is his desire to thank every one of his 
valuable customer friends, through the 
columns of the BooT AND SHOE 
RECORDER. Paul is now getting his 
“knock-out” numbers ready, he says, 
and wrote the RECORDER on July 14 
that he would soon start out on a five- 
week trip, which he believes will re- 
sult in an unprecedented volume of 
trade on his novelty numbers for 
ladies. 





OE HAM, who covers the West, and 

Leo Silverman, ‘who covers the 
South for Ansin Shoe Mfg. Co., Athol, 
Mass., with Boston office at 113 Lincoln 
Street, left Boston for their respective 
territories the first of this week. Joe 
Ham was interviewed right after the 
Boston Shoe and Leather Fair and 
reported that they had done “a wonder- 
ful business” on the Ansin line of 
women’s, misses, and- children’s Mc- 
Kays during Style Show week in “The 
Hub” and are now out to roll up 
another bunch of good accounts for 
their house. Both Joe and Leo sell 
the jobbing trade. 


HORACE W. MURRAY, formerly 
of the Murray Shoe Co., Haver- 
hill. Mass., showed the new line of 
riding boots of the J. M. Connell Shoe 
Co., Ine., at the Boston Shoe and 
Leather Fair, as well as the new styles 
in the women’s sport shoes, in fashion 
welts, and turn lines. Mr. Murray is 
style man for the house of Connell 
and also sells the volume trade. 





HE F. Mayer Shoe Co. is offering 

$4,250 in gold as salesmen’s prizes 
for the second half of the year’s sell- 
ing season—from July 2 to Dec. 31, 
inclusive, “If ever a salesforce had a 
real incentive to go after the business 
with a ‘never-say-die spirit,’ you men 
have it this season. Let every man 
enter into this season whole-heartedly 
and red-bloodedly. determined that 
your territory will carry away the 
honors that rightfully belong to it and 





Bar- 
nard J. Rosman, well known shoe 
traveler in the Middle West, and 


44 Per Cent Over Quota: 


now with the Weyenberg Shoe 
Mf. Co., was recently awarded 
the third cash prize in a sales 
quota contest. He reports a very 
nice volume of business and says 
his new fall line is a “knockout.” 
He is now out calling on his trade 
in Chicago and northern Indiana. 
The accompanying picture of 
Bernard Rosman and his wife 
was taken on a recent vacation 
trip in the Rock River Country. 


eeassrereerreritit 


to you,” says Hugh M. Crull, general 
sales manager, in recent issue of 
“Martha Washington Merchandiser.” 
The season’s prizes are as follows: 
One hundred dollars in gold to the 
salesman who finishes first in sales for 
the season—(there are several con- 
tenders for this prize and all well 
matched as to ability and territory). 
General manager’s prize, $5 in gold, 
every week you make your quota. 
(Your Monday morning tonic). This 
totals $4,000 for.the season if each 
man makes his weekly quota. Fifty 
dollars in gold for the largest per cent 
of increase in salesmen’s orders dur- 
ing the months of July and August— 
(over July and August, 1927.) This 





SUCCESSFUL SALESMAN 
HAS PERSONALITY 


“It is difficult for the average 
shoe manufacturer who has never 
been a traveling shoe salesman 
himself, to realize the real af- 
fection which exists in so many 
cases between his representatives 
and their customers, the retail 
shoe merchants of the country. 
Ninety per cent of a salesman’s 
success lies in his personality,” 
said a former successful shoe 
traveler, who has now retired 
from active work, to a veteran 
of the road, who is not only most 
active, but a real business pro- 
ducer. “That is positively so,” 
replied the latter. “The last 
thing I ever worry about is los- 
ing my customers.” 





. 
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prize will be awarded first week in 
September and every salesman has an 
equal chance to win. Fifty dollars in 
gold (or a gold watch) to the: sales- 
man having the largest percent of 
increase in shipments from July 2 to 
Dec. 31, 1928, over same period, 1927. 
(Your incentive to talk more mail 
orders.) Fifty dollars in gold to the 
salesman who exceeds his quota for the 
season by the largest amount. 





HE Harsh & Chapline Shoe Co., 

Milwaukee, makers of the “Harsh- 
line” and “Lion Brand” shoes for men, 
established a salesroom the past sea- 
son at 433 La Fayette Building, De- 
troit, in charge of F. L. King, for ten 
years with Endicott-Johnson Co. Mr. 
King is justly popular with large and 
small buyers in the Detroit area. 





AKE WORMSER, one of the best 

known shoe traveling men in Chi- 
cago territory, who recently resigned 
from the O’Donnell Shoe Co., St. Paul, 
will represent the International Chi- 
cago Shoe Co., and will cover the Loop, 
where he is well known. Jake will be 
pleased to see his friends at his desk 
in the office at Monroe and Franklin 
Streets, Chicago. 





LYDE ANTHONY of Dallas, has 

recently joined the Ault-William- 
son Shoe Company’s salesforce in the 
Lone Star State, succeeding L. O. 
Cobler. He will make his headquarters 
at the Adolphus Hotel, Dallas. Mr. 
Anthony is a native of Texas, and the 
greater part of his business experience 
has been in this State, so that he is 
well acquainted with Texas retail 
shoe merchants. During his school 
days, he worked in a shoe store after- 
noons and Saturdays, and on leaving 
school worked in the women’s shoe de- 
partment of the Leon Kahn Shoe Com- 
pany of Dallas. After four years of 
retail experience he traveled for the 
Samuels Shoe Company of St. Louis 
in the Southeast. Mr. Anthony says 
that he is very happy in his present 
connection, as he feels that there is a 
big future for fine turn shoes with 
arch supporting features, such as Con- 
stant Comfort and Constant Style 
Shoes. In his leisure hours Mr. An- 
thony can usually be found on the golf 
links, or in the fields with bird dog 
and gun during the hunting season, as 
he is an ardent follower of both sports. 






M. M. PATE, now representing 

Harsh & Chapline Shoe Co., Mil- 
waukee, in Iowa territory, is widely 
and favorably known in that section 
through his previous connection with 
the Brown Shoe Co. Mr. Pate cele- 
brated his return to Iowa by corre- 
spondence starting with those magic 
words: “Enclosed please find orders.” 





ARRY F. WHITE, well known to 

the trade in the Central and 
Middle West, has recently formed a 
new connection with Moran-Herman- 
McManus, Inc. of Auburn, Me. W. T. 
Moran, president of the company, was 
in Cleveland last week, and has placed 
Mr. White in charge of the sales for 
the territory West of Pittsburgh, with 
headquarters at the Hollenden Hotel, 
Cleveland. Mr. White has many 
friends in the trade, who will be 
pleased to know of his new connection. 
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*“Empty wagons make 
the most noise” — 


‘Unknown brands need the 
longest sales talks 


You don’t have to be told how much easier it is to sell a well-known brand—than a line 
that few customers know. A shoe that’s asked for is a shoe half sold (and a shoe that’s 
unknown is un-asked for)! 

Persuading a customer to buy a “just as good” means a loss of time, a loss of good will, 
and a Joss of actual sales. There’s but one logical answer: to sell in each field the line that’s 
best known — the advertised line that your customers know. 

In the field of canvas sport shoes thousands of dealers have found this answer in Keds. 


Here’s why Keds 
sell quickly: 


1. Keds are nationally advertised; nation- 
ally known. More people ask for Keds 
than for any other canvas rubber-soled 
shoe. 


2. Keds offer the most complete line of 
canvas rubber-soled shoes. There’s a type 
of Keds for every purse and person. 


3. Keds 135 wholesale distribution out- 
lets, scattered the country over, offer the 
fastest manufacturer-to-dealer service ob- 
tainable on any canvas rubber-soled shoe. 


4. Since Keds are worn by more people 
than any other canvas rubber-soled 
shoe, the repeat order business is large 
and steady. 


5. Keds consumer-known value and 
Keds advertising helps are giving thou- 
sands of dealers a quick turn-over and an 
increased margin of profit. 


United States 


Keds 


REG.U.S PAT. OFF, 


MADE ONLY BY 


“THE ROYAL TREAD” 


A husky Keds for both indoor and outdoor 
use. The sturdy outsole is tough enough: to 
resist rocks and uneven ground, and possesses 
anti-slipping qualities as well. Black ebony 
foxing extends around the front, offsetting the 
wear and tear of dragging. Upper of unbleached 
white duck or brown duck, with ankle patch, 
trimming and back stay in black. 


@@) Rubber Company 
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Canvas Shoe Showmanship Best 
In Sports’ ‘Trims 





Cater to Customers with Color, Quality and Style. Give Rubber-Soled 
Footwear Windows a Play-time Atmosphere 


UGUST is one of the best months of the year 
oJ i which to sell canvas rubber soled shoes. 
Those stores which are most successful in the 
distribution of this stock are those which display it 
colorfully, with a sports’ atmosphere. The list of re- 
tail shoe merchant prize winners published herewith 
took advantage of the national advertising which the 
Hood Rubber Co. has been doing by arranging profit- 
able trims. A store does not always have to be in a 
large city to keep the cash register ringing to the tune 
of more pairs of canvas sold. For 


Fair (tie), Madison, Wis. Class D—cities of 50,000 to 
100,000, first prize, Morehouse & Wells Company, De- 
catur, Ill.; second prize, Lincoln Department Store, 
702 South Thirty-eighth Street, Tacoma, Wash. Class 
E—cities of 100,000 to 250,000, first prize, Baker Flick 
Company (tie), Camden, N. J.; first prize, Stecker 
Company (tie), Camden, N. J.; second prize, McGre- 
gor’s Hat & Boot Shoppe (tie), Oakland, Cal.; second 
prize, Standard Shoe Store (tie), Flint, Mich. Class 
F—cities of 250,000 to 500,000; first prize, J. Dapper, 
Milwaukee, Wis.; second prize, 
Frank Wagenhauser, 907 Cilton Ave- 





instance, one of the best trims in 
“Class A” was made by the Wood’s 
Department Store of Webb City, 
Mo., which reported “Unlimited in- 
terest in window, with most gratify- 
ing results.” A dealer in Camden, 
N. J., said that he enjoyed the 
largest canvas trade during the re- 
cently held Hood National Canvas 
Shoe Week of any similar period 
that he had been in business. 


HE big city dealers also scored. 
So good a business did one big 
operator transact on canvas rubber 





One of the popular canvas rubber 
soled shoe sellers 


nue, North, Rochester, N. Y. Class 
G—cities of 500,000 and over, first 
prize, Gimbel Bros, Philadelphia; 
second prize, Whitthorne & Swan 
Dept. Store, San Francisco, Cal. 


N talking canvas rubber soled 

shoes to customers, the above- 
mentioned dealers used their own 
ideas, plus the regular window 
trimming material, supplied by the 
manufacturer. In addition to shoe 
stands, featuring the American boy, 
smaller stands pictured boys’ and 





soled shoes that he concentrated on 
canvas for ten days instead of a 
week—and this at one of the busiest corners in the 
country. And, further appreciating the advantages of 
tieing up with the national publicity of the manufac- 
turer, this store advertised canvas rubber soled foot- 
wear two or three times during the week in the local 
papers. One of the interesting points about the Hood 
manufacturer-dealer drive to sell more canvas was that, 
despite the fact that it rained during almost the entire 
week in the majority of places where merchants were 
displaying their skill in the showmanship of canvas, a 
good gain in business was reported by each one. 


ERE is a list of retail shoe merchants who were 

awarded prizes for the excellence of their trims in 
the recently held Hood National Canvas Shoe Week. 
There were two prizes in each group. The first prize 
was $100, the second prize $50. In case of a tie each 
winner received the full amount of the prize. Class 
A—cities under 10,000, first prize, Wood’s Department 
Store, Webb City, Mo.; second prize, B. C. Purdy, Tup- 
per Lake, N. Y. Class B—cities of 10,000 25,000, 
first prize, The Park-Wood Company, Parkersburg, W. 
Va.; second prize, The Caddel Co., Paris, Tex. Class 
C—cities of 25,000 to 50,000, first prize, Smith Wat- 
kins Company, Lexington, Ky.; second prize, Varsity 
Clothes Shop (tie), Madison, Wis.; second prize, The 


girls’ athletic sports, such as swim- 
ming, pirates and general play; the 
prize winning merchants also used the same trade mark 
as the consumer saw in national publications, thus giv- 
ing customers to understand that the store displaying 
these trade marks were the outlets for this nationally 
advertised merchandise. Small booklets on “How to 
Play Base Ball,” written by eleven of the big leaguers, 
such as Walter Johnson and Tris Speaker, who tell the 
American youngster how to play their different posi- 
tions, were given by the dealer with each pair sold. 


A $600,000 DEAL 


OSTON—S. Rosenberg & Sons of 140 Essex Street, 

this city, have purchased the entire stock of the 
Goodyear Gold Seal Rubber Company, one of the oldest 
rubber shoe concerns in the country, consisting of 
rubber footwear of all kinds, plus tennis, at the mill 
in Middletown, Conn., and at the three jobbing houses 
of the last-named concern, located at Chicago, St. 
Paul and New York City. Louis Rosenberg, president 
of S. Rosenberg & Sons, engineered the entire deal, 
which had been “cooking” for several months, but 
which was actually consummated at 7 o’clock on the 
evening of July 16. This purchase, which it is re- 
ported may amount to $1,000,000 when everything is 
estimated, President Rosenberg says, is the second 
largest of its kind ever “put over.” 
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Patent—17/8 Spike—-AA-C 
$4.00 


_neane ad Grate) Oppor tunity to pre-view 
Black Satin—Spike Only—A-C i 
Kaffor Kid—Spike Only—A-C the style offerings of 


$3.60 
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Patent—Black Lizard Calf Trim 
Java Brown Kid—Brown Lizard Calf Trim 
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Brown Ooze Calf—Java Brown Kid Trim 
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Same as above, narrow toe t 4 moment. 
16/8 Spike and Cuban—aA-C 
Black Ooze Calf and Patent Trim 
Spike and Cuban—A-O 
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AMELIA 2 Yours truly, 
: Geo. M. Rosen, 
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White Kid Volume in Cincinnati 





Colors Also Moving Well: 
Merchants Predict Black 
For Big Fall Seller 


CINCINNATI, OHIO — White kid is 
coming to the front and merchants 
think that by the end of the season 
white sales will have been approxi- 
mately double those of last summer. 
Costumes are all the rage here with 
white best and printed chiffon and other 
printed materials very popular. This 
explains the reason for so many print 
cloth shoes having been sold. , 

Green, red and blue kid is selling in 
all quarters and sandals are moving 
fairly well in the popular-priced shops. 
Grey kid is moving surprisingly well 
and black patent continues in demand. 

According to shoe merchant predic- 
tions, black will dominate for fall. Some 
think black will be responsible for 75 
per cent of sales while others place the 
estimate at 50 per cent to 60 per cent. 
Patent is expected to lead satin by a 
nice margin and it is thought that black 
suede will be at its best. 

Brown will account for 15 per cent 
to 25 per cent of fall sales if pre- 
dictions are correct. All shades of 
brown from light to the darkest are 
expected to be good in kid, suede and 
calf. 

One large retailer reports that on 
patterns he is buying approximately 
50 per cent pumps with the remaining 
50 per cent being almost equally divided 
between straps and ties. He also stated 
that he expects heels to be about the 
same as last year, with 18/8 Spanish 
best. 


New Shoe Department 


CAMBRIDGE, Mass.—Sears, Roebuck 
& Co.’s store, which recently opened its 
mammoth establishment here, on Mas- 
sachusetts Avenue, near Porter Square, 
has a large shoe department. Prices 
are exactly the same as those for the 
same goods listed in their mail-order 
catalogue. All shoes are sold for cash. 
The store was officially opened by 
Mayor Quinn of Cambridge, who spoke 
at exercises held at the rear entrance 
to the store near the parking space for 
customers’ automobiles. Lessing J. 
Rosenwald, vice-president of the com- 
pany, and son of Julius Rosenwald, was 
present at the opening of the store, as 
were also Charles M. Henry. general 
manager for New England; Walter S. 
Mapes, retail manager for Greater 





Almost Double That of Last Year 





Thank You, Northwest 


In the resolutions passed at the 
first convention of the Northwest 
Shoe Retailers’ Association, held 
June 25, 26 and 27, was the fol- 
lowing: 

“The N. S. R. A. is deeply ap- 
preciative and grateful to Mr. 
Geo. E. Gayou, Western editor of 
the BooT AND SHOE RECORDER, for 
his cooperation and assistance 
rendered at this meeting. He 
has brought us a message con- 
taining a world of information 
essential to the successful con- 
duct of every dealer’s business. 
His guidance in framing the con- 
stitution of our new organization 
has been of immense value to us. 
The N. S. R. A. wishes to express 
its sincere thanks for this inval- 
uable assistance.” 











Boston; and Charles M. Lafferty, man- 
ager of the Cambridge store. 

Robert E. Lee, formerly with Cow- 
ard’s and prior to that with Edwin W 
Burt & Co., Inc., is division head of 
all three shoe departments. 








For Summer, 1929 





Futuristic? Perhaps. Or it may be 
the Oriental influence. At any rate 
this turned-up-toe Deauville sandal 
is being offered to the trade for the 
Spring and Summer, 1929 season 








B. M. Huff Goes to 


Int’] Moose Convention 


CoLuMBus, OHIO (UTPS)—B. M. 
Huff, a retail shoe dealer at 950 Mt. 
Vernon Avenue, has been selected as 
cne of the representatives from the 
Columbus Lodge of Loyal Moose to the 
international convention of the order 
to be held in Cardiff, Wales, July 28 
to Aug. 4. Mr. Huff sailed from New 
York July 21 with representatives from 
other lodges. He has been in the retail 
shoe business on Mt. Vernon Avenue 
for the past 17 years, of which the last 
four have been in the present location. 
He is past president of the Mt. Vernon 
Avenue Business Men’s Association and 
has served as dictator of the Columbus 
Lodge of Moose for five years. 


New Walk-Over Shop 


DETROIT, MicH.—The Walk-Over Boot 
Shop opened for business at 2629 Wood- 
ward Avenue, opposite the Savoy Ho- 
tel, on Saturday, July 14, with a com- 
plete line of men’s and women’s Walk- 
Over models at prices ranging from $7 
to $10. The store also is equipped 
with a women’s hosiery department, 
specializing in chiffon hose. A line of 
Walk-Over Main Spring Arch shoes 
are likewise carried in stock. 

The shop is under the management 
of H. Rosenfeld, manager of the Sibley 
Boot Shop, 2525 Woodward Avenue. 
The owners of the business are Mr. 
Rosenfeld, B. Stein and A. Pfeffer, 
who also own the Sibley concern. The 
latter operates a branch shop at 8919 
Twelfth Street. 








New Ypsilanti Store 


YPSILANTI, Micw. (UTPS) — The 
Moffett-Frank Company has been in- 
corporated for $10,000 to establish and 
operate a retail shoe store in the heart 
of the downtown business district here. 
The store will be located at 224 Mich- 
igan Avenue and will be opened shortly. 
The incorporators are Delbert H. Mof- 
fett of Ypsilanti, who holds 374 shares 
of the capital stock; Lloyd C. Frank, 
of Reading, Mich., who holds an equal 
gi and Arline M. Moffett, one 
share. 





Kenney Co. to Move 


BALTIMORE, Mp. (UTPS)—The W. C. 
Kenney Company, which conducts a 
men’s and boys’ shoe store at 1 North 
Howard Street, has leased the store at 
120 East Baltimore Street for a term 
of years. Lease was from W. M. Year- 
ley & Sons, through B. Howard Rich- 
ards, broker, and is from August 1, on 
which date the firm will move into its 





new location. 
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Patent Leather 

Strap Pump 
No. B428—$4.75 

Black Satin No. B423—$5.00 
Black Satin Gore Pump 
Gore Pump (Nouvelle Construction) 
284 Last 17/8 Wood Lxv Heel 

Order Today (Beaded Ornament) 
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Patent Leather Strap Pump 
(Welt) 
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C. P. FORD & CO., Inc., Rochester, N. Y. 


NEW YORK — MARBRIDGE BLDG. 
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Pumps In Stock for at once delivery 


These staple numbers are made right and priced right so live 
merchants can make a legitimate profit. 


ORDER NOW 


VIVIAN MADRID BREEZE 
No. 6000, Black Pat. Leather... .$4. No. 8000, Patent Leather < No. 4000, Black Pat. Leather 
No. 5000, Black Sati 4. No. 7000, Black Satin 4.00 Our Square Toe 
last 30 14/8-814 Heel 


last 22 22/8-48 R Heel Last 22 22/8-48 R Heel 
Pw Balloon Toe 8] 
5/8 4%/8 3/8 2/8 


Our Balloon Toe 
AAA AA A B Cc AAA A B Cc 
5%4/8 4%4/8 4/8 2%/8 2%4/8 5%4/8 Pera) 4/8 2%/8 2%4/8 
Terms 5%—10 days. F.O.B. St. Louis, Mo. 25c. per pair extra on orders less than 12 pairs on any pattern. 


Welff-Tober Shoe Mfg. Co. 


2511 TO 2521 SULLIVAN AVENUE ug: 0 


The birthplace of “Beauty Maid” novelty shoes—always snappy and the best for the price. 








THE SHOE MERCHANTS NEWS, SATURDAY, JULY 28, 1928 











When Good Fellows Get Together 


Photograph taken at annual picnic of the employees of R. H. Fyfe & Co., Detroit. The picnic was held at Belle 
Isle, a river resort near Detroit, late in June. 


Rhode Islanders 
Hold Outing 


PROVIDENCE, R. I. (UTPS)—The an- 
nual outing of the Rhode Island Shoe 
Retailers’ Association was held at the 
Chopmist Hill Inn, Scituate, on July 
18. Sixty-three members of the as- 
sociation and guests met there for lun- 
cheon at two o’clock and then partici- 
pated in an enthusiastic baseball game 
between married men and single men. 
Jerry West of Worcester captained the 
single men and led them to victory 
with a final score of two to one. Ed 
Degnan of Providence was captain of 
the married men. 

After the baseball game everyone 
entered wholeheartedly in other sports 
including a walking race and quoits. 
Supper at five-thirty took the form of 
a clam bake in the Inn’s pavilion. 

Guests of the association included 
Arthur Anderson and Harry Terhune 
of the Boor AND SHOE RECORDER, and 
E. A. Burrill of the Kenyon Company 
of Boston. 

A short business meeting elected Fred 
S. Fenner of Providence treasurer of 
the association for the rest of the year, 
in place of R. W. Lofgren who is no 
longer in Providence. 


Reptilians for Fall 


LOWELL, Mass.—J. S. Frank, buyer 
of The Bon Marche shoe department 
states that he looks for a nice run on 
reptilian shoes for Fall, and has bought 
some to retail from $10 to $18 the 
pair. The darker shades of brown, he 
thinks, will be very good; he also 
thinks that suedes will have a big run 
and has bought suedes and suede com- 
binations very generously. Dark blue 
in kid or suede, played at the right 
time, and in the correct styles, will sell, 
he believes. Mr. Frank states that he 
intends to feature for The Bon Marche 
shoe department, which is of the high- 
grade type, women’s styles with a little 
more of the feminine touch, in line 
with the mode in fall wearing apparel. 
He is of the opinion that the boyish 
lines on women’s shoes are fast de- 
creasing. 





A Champion of Reptiles 


SAN Francisco (UTPS)—R. W. 
(Bob) Burnell, assistant manager of 
The Bootery, is an ardent champion of 
the reptiles. Of the 16 Fall models on 
display in the store, 10 are reptiles. 
“And there are some other models we 
haven’t put out just yet,” added Mr. 
Burnell. “We not only find reptiles ex- 
ceptionally good right now, but expect 
them to continue good. My expectation 
of the Autumn top-notchers is about 
like this—black reptiles, brown rep- 
tiles and brown suedes.” The popular 
price range in reptiles among custom- 
ers of The Bootery, says Mr. Burnell, 
runs from $15 up to $17. 


Growing a New Crop 
of New Customers 


SAN FRANCIscOo, CAL. (UTPS)—At 
C. H. Wolfelt Company’s elite San 
Francisco shop, The Bootery, 152 
Geary Street, the ’teen age girl has 
come into her own in shoes. A 
“BooTEEN Department,” a cozy den 
of a semi-basement room, is all fitted 
up with school and college banners— 
and with those medium-heel shoes so 
acceptable to the athletic modern girl 
from the grammar grades up to early 
college years. All street wear shoes 
have the box heel; the highest heels are 
the “Baby Louis” variety on shoes for 
evening wear, and these are described 
as “medium high.” Mr. R. W. Bur- 
nell, assistant manager, stated that 
Walter Olson, manager, thus plans to 
secure a growing crop of customers for 
his store at their most susceptible age 
—in fact, his stock reaches down to the 
girlies in the primary grades also. 


Ready for Buyers 


PORTLAND, ORE. (UTPS)—Prepara- 
tions have been completed for Port- 
land’s 16th Annual Buyers’ Week, 
August 6-11. Advance inquiries indi- 
cate a record attendance. Open house 
will be held by 110 jobbers, of whom a 
large number are shoe wholesalers and 
manufacturers’ representatives. Thomas 
K. Kelly will give an instructive talk 
on “Sales and Turn-Over” during the 
convention. 





Chiropodists to Publish 
National Shoe Survey 


INDIANAPOLIS, IND. (UTPS) — The 
National Association of Chiropodists- 
Podiatrists will hold their annual con- 
vention August 7 to 10 at the Hotel 
Lincoln. A scientific program has been 
arranged by Dr. W. V. Ramsburg of 
Minneapolis, Minn., convention man- 
ager, for delegates from every State 
and from several foreign countries. 

The report of the National Shoe Sur- 
vey, conducted to determine the type of 
shoes being worn by foot sufferers, will 
be heard at the opening session. A 
normal foot contest is planned during 


| the week of the convention under the 
| direction of Dr. Joseph Lelyveld of 


Rockland, Mass., director of research 
of the National Association of Chirop- 
odists-Podiatrists. 

Members of the Chiropody Society 
of England have sailed for America to 
attend the scientific congress of the as- 
sociation the week preceding the con- 
vention. President F. E. Hayden of 
Boston, Mass., is arranging for a spe- 
cial train from Boston to Indianapolis, 
which will be met by an Indiana delega- 
tion in charge of Dr. C. M. Wilder, 
president of the Indiana association of 
podiatrists. 

The delegates are to be shown points 
of interest in Indianapolis as well as a 
special entertainment under the aus- 
pices of State officials. 

The house of delegates will convene 
on August 6 to conduct official business 
of the association. 


Buck Changes Job 


INDIANAPOLIS, IND. (UTPS)—Charles 
Buck, formerly associated with the 
shoe section of the William H. Block 
department store, has been made man- 
ager of the Vince Canning Boot Shop, 
on the Monument Circle. Mr. Buck has 
been connected with the shoe trade in 
Indianapolis for some years, and is 
well known among shoe men in the 
State. 
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Incorporated 1904 





Established 1894 


IN STOCK 


Dickory Dock Fall Line Blucher 
Boots in Patent, Tan, Gun Metal 
and Dark Smoke. Both plain and 


trimmed numbers. 


TRUITT BROS., Inc. 
Binghamton, N. Y. 











BEAUTIFUL sows 


THAT SELL SHOES 


More and more shoe manufacturers are turning to us for the solu- 


tion of their bow designing problems. 
~~” Every day we design and create new ideas in ornaments to harmo- 
nize with shoes made by leading manufacturers. 
Write for latest creations. 


“Beautifying the American Shoe” 


KOWAL ORNAMENT CO. 


72, WILLOUGHBY ST. BROOKLYN, N. Y. 
LI LE ONE LIED NS RTE LEDGE LRTI SEI NER SSN A OR ORR TIRES A IRIE 


Can You Speak the Language 
of Your Business? 


Do you know the meaning of all the terms used in the shoe and leather trade? Can 
you make a good impression on a customer by calling things by their correct names 
and answering questions in an intelligent manner? 


If you can't—you need the 


“Shoe and Leather Lexicon” 


An authoritative dictionary of the terms used in the shoe and leather trade. The price 


50 Cents 


(Cash with order) 


Boot and Shoe Recorder Publishing Co. 


Boston, Mass. 


of the Lexicon is 





207 South St. 
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“Here Is The 
Story 


Here—at the laces—where men’s fingers yank and tug, 
where men mutter and fume, right here is where a fine 
lace can make a fine shoe finer and a not-so-good shoe 
better. Slick, supple CORD O-HYDE laces are now 
standard in high grade shoes because they are the 
highest grade laces made. They wear when and 
where the strain comes—and keep their good 
looks under fire. See to it that CORD 
O-HYDES are in your lines and in your 
show case of findings. In both you'll find 
them profitable. 


O. A. MILLER 


T R E EIN G 
MACHINE 
COMPANY 
Brockton 
Maes 5 
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Men’s Shoes 


Shoe Market News 


in the Boot and Shoe Recorder 
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Richards & Brennan Co., Randolph, Mass. 





WOnEST ALL 


50 STYLES IN STOCK 


BMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 
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meee HAE a 


EMERSON SHOt SHOE MFG CO 
ROCKLANO, MASS. 

















HENRY LILLY CoO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 
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NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 


Syracuse, N. Y., U. 8. A. 
MEN’S FINE SHOES EXCLUSIVELY 
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Lynn Shoe Plants 
and Tanneries 


Near Capacity 


Vamps Longer in New Lasts | 


and Colored Linings Are 
Being Used 


LyNN, Mass.—Business is active 
here. Tanneries as well as shoe fac- 
tories are increasing their production. 
A multitude of shoes are being made 
for August and September sales. There 
is a prospect of a further increase in 
business as the time for fall openings 
draws near. 

New styles in lasts present vamps 


lengthened to 3% inches, and in some | 


instances a full 3% inches. Longer 
vamps provide more room for the ar- 
tistic decoration of foreparts of shoes, 
and some firms are making the most 
of it. Toes are narrower when vamps 
are longer, and heels higher, being up 
to 22/8 and in a few instances to 24/8. 

“Pogo” last, which continues to sell, 


provides for the short vamp, the square | 


toe, and the blocky heel, which may be 
14/8 high or a bit higher. 

Colored linings, in combination with | 
colored pipings, are among the most 
conspicuous of the new style offerings. 
Some linings are of gold kid, and ex- 
pensive stock, too, and the pipings are 
also of gold kid. Other linings are 
of blue kid, and a few are in the orchid 
tones, while the pipings are of silver 
gold or blue kid. 

“Interior decoration of the shoe” is 
the phrase that one Lynner uses to 
describe these new shoes with novelty 
linings. It may be added that linings 
never were smoother to the foot, Even 
do manufacturers iron them smooth 
with an electric iron, the same as the 
laundries iron linen. 

Patent leather continues the leading 
staple. But the demand for shoes of 
it is not as great as a while ago. 
Suedes continue to come along steadily. 
A tanner reports that his orders break 
even on black suede and brown suede, 
and this is a straw to show the way 
colors are going. 

Blue suede and green suede, as well 
as blue kid and green kid, are used in 
combination with snake skins, or lizard 
skins, to produce dress shoes. Narrow 
bands of snake leather are woven by 
hand in and out through slits in vamps 
and quarters. Some chose to use gold 
kid for this weave work. 

Brown mat kid, a new stock, is used 
for conservative types. It follows after 
black mat kid, already recognized as 
correct in style. The new brown mat 
leather is expensive. As much as $1.50 
a foot is being paid for the lustre finish 
kid. The peak of present prices is 
probably reached in a jewel style 


| leather that costs manufacturers $3 g 
| square foot, or as much as some people 
| Pay for a pair of shoes. 

With sole leather pegged at 66 cents 
| a@ pound, and upper leather increas. 
ingly costly, it looks as if soon or late 
there will be a shift in the prices of 
| shoes. 

Many a manufacturer is declaring 
| that shoes are worth more money. But 
| the task is to get it. 

| 


Entertain Shoe Men 


DANVERS, Mass.—Creese & Cook Co., 
tanners, entertained 150 shoe men, rep- 
resenting the Melville stores and allied 
interests at dinner the other day. The 
shoe men are on a motor trip through 
New England to observe the methods 
of making leather and shoes, as well as 
to discuss business conditions gener- 
ally. They went through the 7 
of the A. C. Lawrence Leather Co. j 
Peabody, and also the factories of 
Creese & Cook Co. at Danvers. 





Cincinnati Makers 
Expect Busy 6 Weeks 


CINCINNATI, OHIO—Shoe factories in 
| this section increased production around 
July 1 and a capacity run for the next 
six weeks is anticipated. Fall buying 
has reached large proportions and man- 
| ufacturers expect the fall season to be 
a very good one for all concerned. Many 
in-stock orders have been coming in 
since hot weather set in and jobbers Te- 
port a very good immediate delivery 
business on mens’ sport shoes. 

Approximately 50 per cent of the 
fall orders on hand at local factories at 
this time call for black and manufac- 
turers declare that this lead is in- 
creasing daily, Patent is responsible 
for at least half of the black orders 
and is followed by satin and suede. 
Suede, it is thought, will not only be a 
wanted material at the beginning of the 
season but will gain momentum as the 
season advances. 

The demand for the different shades 
of brown is increasing and a_blood- 
shade is one of the most popular new- 
comers. Dark brown is reported to be 
very good and the high shades are 
taking well with the trade. 

There is a conservative demand for 
reptile but it is generally believed that 
this, with a few exceptions, will soon 
die out. Quite a nice volume of busi- 
ness has been booked on python and 
prospects for lizard appear fairly 
bright. In many instances reptilian 
leathers are being used with suede or 
kid in making up combinations. 

In patterns, most manufacturers put 
pumps first, and the different types of 
straps, second. It seems that a 
tically no changes are being made in 
iasts and the tendency in heels is to- 
ward Cuban and Spanish types. 
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Women’s Oxfords for Fall 


BrocKTON, Mass. — Brockton shoe 
manufacturers report very good re- 
turns from the shoe style show con- 
ducted in Boston a few weeks ago at 
which nearly a score displayed their 
products. Besides affording oppor- 
tunity for salesmen to meet many of 
their customers, three concerns reported 
they had picked up many new accounts 
and some very sizeable orders. Many 
new style numbers were exploited at 
the show, chief among which were sev- 
eral variations of women’s oxfords 
which are expected to be a big feature 
this year. The shoe, which is being 
made up with from four to six eye- 
lets, is being done in dark tans and 
blacks with patent, calf and vici 
leathers. Stylists now are busily en- 
gaged on some additional features 
which will be offered to the trade at the 
annual Brockton Fair Shoe Style show 
which will be conducted the first week 


in October. 


Walter Koch Wins 
“Hug-Tite” Contest 


CINCINNATI, OH10—The Charles Meis 
Shoe Company just closed a very suc- 
cessful contest on women’s shoes made 
in their own Lebanon factory, and un- 
nounced Walter Koch, the winner of 
first prize. Walter was awarded a 
beautiful fifteen-jewel Elgin wrist 
watch, set in a 14 carat white gold case 
and was very much pleased with this 
reward. Mr. Koch was successful in 
opening up a “Hug-Tite” account in 
almost every city in Indiana. He and 
the dealers in this State are enthu- 
siastic about this well known brand 
of ladies arch-support shoes. 

Herman Feinstein of Texas, ran a 
close second and received a beautiful 
pen and pencil set, which he claims will 
be used in writing up many more 
orders. The third prize—a beautiful 
leather trimmed cigar lighter, was won 
by C. L. Gillespie of Detroit. The con- 
test created intense interest with the 
merchants as well as the sales force 
and the normal volume of these shoes 
was more than doubled. 

























































Says Shoe Industry 
Must Have Protection 


Boston, Mass.—A protective tariff 
on boots and shoes is the keynote of 
industrial loyalty, John C. McKeon of 
Philadelphia, former president of the 
National Boot and Shoe Manufacturers 
Association, told Boston Rotarians last 
week at a luncheon in the Elks Hotel. 
In discussing the shoe industry, Mr. 
McKeon said that with 350,000,000 pairs 
of boots and shoes being manufactured 
annually in this country, the business 
ls a major industry. Everyone should 
put his shoulder to the wheel to pro- 
cure adequate protection for the Amer- 
can shoe manufacturer, he declared, 
since everything is dependent on com- 
merce, 

Everyone must live in the present, 
Mr. McKeon said, and in the exploita- 
tion of New England it is necessary to 
draw a line in supplying Europe, re- 
membering that Noah formed a stock 
company when all the rest of the world 
Was in liquidation. 
























‘Lerch plant. 





} 


| 
| 





Miller-Lerch Merged 
with H. C. Godman Co. 


CoLuMBUS, OHI0O—Fred A. Miller, 
president of the H. C. Godman Co., 
which operates 11 units for the produc- 
tion of footwear in Lancaster and Col- 
umbus, announced the purchase of the 
Miller-Lerch Shoe Manufacturing Co., 
operating the former C. & E. Shoe Co. 
plant on East Fulton St. The consider- 
ation was not made public. The com- 
pany was organized in July, 1923, with 
Godman interests at the helm. Mr. 
Miller explained that recently certain 
interests in the company became inac- 
tive and it was taken over and merged 
with the H. C. Godman Co. 

The company has been producing a 
line of men’s dress welts and has made 
progress each year since its organiza- 
tion. It is planned to divide the fac- 
tory into two divisions and to increase 
the output from 3,000 to 5,000 pairs 
daily and to add a line of women’s | 
arch support welts. The Miller-Lerch 
Shoe Manufacturing Co. will be dis- 
solved, under the requirements of the 
corporation laws of Ohio. It is planned 
to call the two division of the plant 
units Nos. 9 and 10. 

The acquisition of the company is in 
line with recent changes in the list 
of officers and directors of the H. C. 
Godman Co. E. E,. Lerch has resigned 
as first vice-president; being succeeded 
by J. Elmer Jones, formerly secretary 
and salesmanager. W. E. Ellison, who 
has been assistant treasurer, was pro- 
moted to secretary, and Robert Grieve 
to salesmanager. 

The officers of the company are: 
Fred A. Miller, president; J. Elmer 
Jones, first vice-president; Frank J. 
Kaufman, second vice-president; W. E. 
Ellison, secretary; Charles L. Ims, 
treasurer; Robert Grieve, salesmana- 
ger; George Falkenbach, assistant 
treasurer; C. S. Hutchinson, assistant 
secretary and William Brooks, assist- 
ant general manager. These officers, 
with O. H. Kuhn, Harry Springgate and 
R. A. Walkey constitute the board of 
directors. 

C. W. Swinney will continue as 
superintendent of the former Miller- 








Amalgamated Insurance 


New York, N. Y.—The Amalgamated 
Leather Companies, Inc., of Wilming- 
ton, Del., has adopted a triple cover- 
age group insurance program for the 
benefit of its employes. The plan, 
which is being underwritten by the 
Metropolitan Life Insurance Company, 
includes more than $400,000 of life in- 
surance, accidental death and dismem- 
berment protection, and the payment 
of weekly sick and accident benefits. 
The cost of the complete coverage will 
be shared by employer and employes. 





Serpent on a Shoe 


Lynn, Mass.—A. E. Little & Co. has 
an opera pump of black mat kid leather, 
and on it has applied a serpent, cut 
from real snake leather. The head 
of the serpent, which is on the vamp, 
has a pair of serpent charm eyes. The 





tail of the snake stretches in sinuous 
lines across the side wall and quarter. | 








WHERE TO BUY 
Men’s Shoes 
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BOSTONIANS 
COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 

















Ts STEADY PROFITAB. 
BUSINESS IS WANTED. SELL- 
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WHERE TO BUY 
Slipper Supplies 








POMPOMS AND ROSETTES 
The right merchandise at the price. 


Bameles sent 
HY-GRADE SLIPPER SUPPLY OOo. 
683 Broadway New York City 














WHERE TO BUY 
Standard Shoe Materials 

















The One 
Waterproof 
Leather That 
Takes and Re 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danverspert, 95 Seuth St., Besten, Masa. 


West Virginia 


Always Uniform in Quality. 
Always Dependable in Service. 
Pulp Products Department 
WestVirginia Pulp & PaperCompany 
Detroit New York Chicago 
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WHERE TO BUY 
Slipper Quilting 
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SLIPPER MANUF. 

ATTENTION! 

We Do Quilting 

For good workmanship and 
quickest service see 


FENKART & SONS, INC. 
815 22nd Street Union City, N. J. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 
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Two Strap Sandal 


“Hand Turned” 
In Stock 
C to E—2'42-9 
No, 3-2 at $2.35 
MORAN-HERMANN- 
MeMANUS, INC. 
Auburn, Maine 
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PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesrooms 
40-46 West 25th St., New York Ci 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Pa 
$27.00 per doz. and up 
Catelog 


sont on 
request 








DO YOU KNOW? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 




















Haverhill Production 
Shows Steady Gain 


HAVERHILL, Mass.—All branches of 
the local shoe and allied industry re- 
veal business improvement. Production 
and employment figures have advanced 
steadily since the opening of the month 
and continue to ascend. The major 
shoe plants are operating at 100 per 
cent capacity, with the smaller estab- 
lishments fast lining up their organiza- 
tions. Pattern shops are extremely 
busy supplying manufacturers with the 
new fall and winter styles, while the 
allied industries such as the wood heel, 
counter, toplift, and cut sole plants are 
responding to the stimulus that has 
been given the shoe manufacturing of 
the business. 

Several plants report more cutters 
at work than ever before in their his- 
tory, with two firms making very sub- 
stantial additions to their cutting 
rooms. A number of plant expansions 
are proposed for early fall. The fac- 
tories numbered among those at 100 
per cent capacity are: the Rickard 
Shoe Co., the R. V. Murphy Co., the 
Slipper City Shoe Co., the Hirshberg- 
Stein Co., the Kimel Shoe Co., the M. T. 
Ornsteen Co., the J. A. Jonas Shoe Co., 
and several others. 


The fall and winter shoes from local | 


factories have met with unusual re- 
sponse from the buyers, notably the 
novelty McKay lines of high and me- 
dium grade. The new shoes are very 
smart and much time has been given 
to the development of style within the 
popular price range. The recent wage 
revisions in the industry have helped 
manufacturers to take up the fall work 
with renewed enthusiasm, just at a 
time when the industry was becoming 
doubtful of the future. 


New Boston 
Blacking Plant 


Boston, MAss.—The Boston Blacking 
Co., manufacturers of chemical sup- 
plies for the shoe and leather trade, 
has bought the paper mills at South 
Middleton, Mass., and will start to op- 
erate it at once for the production of 
blackings, finishes, cleaners, cements 
and like goods. The property com- 
prises 50 acres of land, a group of 
large brick buildings and water rights. 
The Boston Blacking Co. has been in 
business for 35 years, and has a chain 
of factories and sales agencies around 
the world. 


Tighter Joints 


LYNN, Mass.—Joints of shoes are 
tighter, according to Lynn experts, and 
so shoes are more resistant to wear, 
and, also, to water, for the seams are 
so tight and so secure that they hold 
shoes to shape. 

Soles are cut, skived and molded so 
that they dovetail together like a piece 
of cabinet work. Bottoms of shoes are 
sewed under pressure, and then are 
levelled, or compressed, with a force of 
ten tons more or less, so that the joints 
of shoes are made snug and as tight 
as can be. Even though shoes get 
soaked, with water, yet they hold their 
shape, for the joints in them are strong 
and tight. 











First Figures on Reptiles 


New York, N. Y.—Reptile skins, in- 
cluding snakes, lizards and crocodiles, 
imported into this country through the 
port of New York in June, amounted 
approximately to 184,600 square feet, 
valued at $268,000, according to fig- 
ures compiled by the Section of Cus. 
tom Statistics, Department of Com- 
merce, here. This is the first compil- 
ation ever made of imports of reptile 
skins. A similar compilation is being 
made for July. Switzerland was the 
largest source of the imports, having 
shipped in during the month about $4,- 
076 square feet, valued at $185,646. 
British India, Germany, England and 
Java were the sources for the remain- 
ing imports. 


Lynn Firm, Not Brooklyn 
at July Show in Boston 


Boston, Mass.—The Unity Shoe Man- 
ufacturing Company is in Brooklyn. 
The Unity Shoe Manufacturing Co., 
Inc., an entirely different company, has 
its plant in Lynn, Mass. In the official 
list of exhibitors at the Boston Shoe 
and Leather Fair, published in the 


| June 30 issue of the BooT AND SHog 


RECORDER, the name of the Brooklyn 
firm was used instead of that of the 
Lynn firm, which exhibited. The Unity 
Shoe Manufacturing Company of Lynn, 
as is well known, manufactures a line 
of stylish, popular priced McKay 
shoes. 


Brockton Plants Busy 


BrockTon, Mass. — Factories have 


| started off well on their new runs after 


the annual mid-year inventory period, 
and most of them are running on fairly 
full schedules. Shops turning out the 
better qualities of shoes, and those 
having in-stock departments _par- 
ticularly are reporting full volume 
business, with the plants turning out 
the cheaper grades less busy. 

Production for the first seven months 
of the year continues to run full 27,- 
000 cases ahead of last year’s figures, 
and unless there is a decided lull be- 
fore the close of the year, there is every 
indication that shipments from this 
center will exceed all figures for the 
past three years. 

Although June was a dull period, and 
the production for early July was 
slight, the shipment figures have held 
up well as compared with other years. 
During June shipments by both freight 
and truck totalled a bit more than 26,- 
000 cases, and July will equal that 
figure, if not exceed it because pro- 
duction has forged ahead after the mid- 
year lull. Last week shipments hit the 
7000 mark again. 


Watson Near Capacity 


STOUGHTON, Mass.—The Watson Shoe 
Company which moved here from Lynn 
several weeks ago, has practically set- 
tled in the former Upham Bros. tac- 
tory which it purchased, and all de- 
partments are now operating at near 
capacity, with plenty of orders. The 
company is giving full time emp!oy- 
ment to about two hundred hands. 
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ew Princeton Branc mand in this section will center around Wonea’s. 1.38; 
Misses’, $1.3 


BALTIMORE, MD. (UTPS) — The | four big numbers including black and pe 
orders prompt- 


































neton Shoe Company, featuring a | brown ten, Sn _ 1. — gone Matl 

shoe for men at $4, has opened a| kid. Suedes, he thinks, will be heavy attended to 
branch here at 308 West Baltimore | early sellers while patents and kids will | | — 6 ee _— 00. 
Street. remain staple throughout. 124 N. 3rd St., Philadelphia 
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WHERE TO BUY 
Children’s Shoes 





“ELAM’’ 


Flexible Turn Shoes 
Exclusively 


For the Jobbing Trade 
F. S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Beston Office: Statler Bidg., Room 532 











WHERE TO BUY 
Shoe Buckles & Fabrics 


y<«——VEITH—_—- V 
& CUT STEEL— ge 
IMITATION STEEL 


1 BEADED 
SHOE BUCKLES 
T A. & H. VEITH, INC. T 
—I m porter s— 
9-11 East 38th, New York 





= SNS Sess 


Sy PES: 
Lee ARAB 


a 


sapettertes | 


389 FIFTHAVE NEW YORK 





“Decidedly Different” 
Importers 
MAISON MANN, INC. 
formerly 


BAUER & MANN 
3 West 20th St., New York 


a i ee i eae 


WHERE TO BUY 


Store Fixtures 


SO A 


HAVE YOl 4 COPY OF THE 
yd On OL OLODOR' OO Er Or WU Ole 
| of SHO! TORE FIXTURES 

and STORE INSTALLATIONS 


( I GOODWIN & O.. Ir 
Worce 





Executives of 
Ault-Williamson 


Hold Conference 


AUBURN, ME.—A ringing spirit of 
confidence, cooperation, and coordina- 
tion-dominated the annual Sales Pro- 
motion and Advertising Executives’ 
Conference of the Ault-Wiliamson Shoe 
Company at the Poland Spring House, 
Poland Spring, Maine, Thursday, Fri- 
day and Saturday, July 12, 13 and 14. 

The conference, executive in charac- 
ter, was attended by the officers of the 
company, the heads of factory, sales 
and administrative departments and 
the district sales managers. 

A review of the past year’s business, 
analysis of present conditions and de- 
termination of future policies as to 
styles, advertising, sales promotion and 
dealer service, provided the ground- 
work of the three days’ intensive con- 
ference. The consensus of opinion, 
based on experience and careful ex- 
haustive research, was wholly opti- 
mistic as to the future. 

Among the special subjects presented 
and discussed were: The Ault-William- 
son advertising program on “Constant 
Comfort” Footwear, by Alden H. Ken- 
yon, Ira N. Jealian and E. C. Whitte- 
more of the Kenyon Company adver- 
tising counsel; “The Retail Shoe Sales- 
man’s Place in Distribution of Constant 
Comfort Footwear,” by Arthur L. 
Evans; “The Present and Future of 
the Shoe Business,” by Everit B. Ter- 
hune, president of the Boot & Shoe 
Recorder Publishing Company; “Coor- 
dinated Lasts and Patterns, and Turn 
Arch Support Shoes,” by Frank T. 
Shirley, manager of the T. W. Gardner 
branch of the United Last Company. 

The ladies present at the conference 
participated in a special program of 
entertainment, including a shore din- 
ner at New Meadows Inn, automobile 
trips, bridge, golf, etc. They received 
as souvenirs of the occasion beautiful 
brocaded bedspreads, made in Lewis- 
ton, the sister city of Auburn, the home 
of the Ault-Williamson Shoe Company. 

Golf provided the necessary recrea- 
tion for the men. 

Present at the conference were: 
Charles Ault, president of the Ault- 
Williamson Shoe Company; Mrs. Ault, 
Miss Mary Ault, Miss Eleanor Ault, 
Lester B. Shackford, vice-president; 
Mrs. Shackford, Lester B. Shackford, 
Jr., Richard P. Boothby, vice-president, 
of St. Louis; Mrs. Boothby, David 
Estabrook, sales manager; Mrs. Ester- 
brook, W. H. Whittum, assistant treas- 
urer; Mrs. Whittum, Everett F. Grea- 
ton, cost accountant; Edwin B. Milli- 
ken, superintendent; Maynard W. 
Moulton, assistant superintendent; 
Clark G. True, eastern sales manager; 
Mrs. True, Miss Margaret McKinnon, 
secretary of the conference; James T. 
Carroll of Atlantic City, N. J., district 
sales manager; Mrs. Carroll, Oscar L. 
Rappleye of Blissfield, Mich., district 
sales manager; Mrs. Rappleye, Miss 
Janice Rappleye, Ross Bowman of 
Richmond, Ind., special sales repre- 
sentative; Mrs. Bowman, Gordon Mc- 
Daniel of Opelika, Ala., district sales 
manager; Mrs. McDaniel, Miss Eliza- 
beth McDaniel, David Shelton of Day- 
ton, Ohio, sales representative; Mrs. 
Shelton, Arthur L. Niles, purchasing 





agent; Daniel W. Wiggin, production 
manager; Mrs. Wiggin, George V. (s- 
good, sales executive; Roland W. Small, 
manager of planning department; Mrs. 
Small, Mr. and Mrs. Alden H. Kenyon, 
Mr. and Mrs. E. C. Whittemore, Ira N’ 
Jelalian, Arthur L. Evans of Bosion, 
Mr. and Mrs. Frank T. Shirley and 
Miss Katherine Shirley of Swampscott, 
Mass.; Everit B. Terhune and Everit 
B. Terhune, Jr., of Swampscott, Mass, 

Early in ‘September the Eastern and 
Western divisions of the Ault-William-. 
son Shoe Company will hold sectional 
conferences to complete the program 
adopted at the present gencral session, 

In the fifteen years of its existence 
the Ault-Williamson Shoe Company has 
become the largest manufacturer of 
turn shoes in the world. 


“Footwear Guild” Is 
New Enterprise 


Boston, Mass.—Organization of the 
Footwear Guild, Inc., a $1,000,000 cor- 
poration for the manufacture and dis- 
tribution of footwear and allied prod- 
ucts, has been undertaken by the Sher- 
man Corporation here. The plan of or- 
ganization, it is understood, contem- 
plates the merging of a number of 
manufacturing and retailing organiza- 
tions, without changing the individual 
structure or disturbing the personne] 
of any unit. The Sherman Corpora- 
tion, which will manage the guild, is a 
firm of industrial engineers. Licenses 
will be granted to manufacturers to 
produce, and retailers to sell “Guild 
and Footwear Guild” footwear and kin- 
dred products. Each Guild salesman 
will carry a complete line of men’s, 
women’s and children’s shoes as well 
as hosiery, slippers, rubbers, etc., thus 
eliminating duplication of traveling. 

In connection with the new enter- 
prise, John F. Sherman of the Sherman 
Corporation says: 

“Changes in the distribution struc- 
ture; increasing foreign competition, 
especially from such countries as (ze- 
choslovakia, and overcapacity of fac- 
tories and equipment, are some of the 
factors in the boot and shoe industry 
which make it difficult for independent 
shoe retailers and manufacturers to do 
business at a reasonable profit. The 
Guild is a form of merger, without, 
however, changing the structure of any 
of the companies involved and without 
~ ened with or eliminating person- 


ne 
tiatready there are 596 chain shoe 
companies, with a total of 6462 stores. 


Returns to England 


Boston, Mass.—A. W. Hunt, resi- 
dent manager of Lawrence Leathers, 
Ltd., sailed recently for his headquar- 
ters at Leicester, England. Mr. Hunt 
has been here since the first of June, 

visiting the principal shoe and leather 
markets, and spending some time a‘ the 
tanneries of the A. C. Lawrence Leather 
Company. 


Jerry Harris Engaged 


LEXINGTON, Ky. (UTPS).—Th« ne 
gagement of "Jerry Harris of Kin: 
Shoe Store to Miss Elizabeth Gorm 
has been announced. The wedding will 
take place in the late fall. 
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A LIGHT WEIGHT, 
SOLID LEATHER, 
EVERY-DAY SHOE 





No. 725—IN STOCK, $3.60 


This shoe combines light weight and usual 
comfort with an ability to stand all sorts 
of wear and tear. It is a real glutton for 
hard work, not a shoe for dress—not made 
to look “pretty”—but it does, and a shoe 
that will come up smiling after any hard 
day’s work. Has the famous ROCK-OAK 
outer and inner soles and Goodyear rubber 
heels. 


Its TAN CHIEF (Barnyard proof) upper 
carries a tough Khaki colored duck lining. 
Made over a Munson combination last in 
a single sole Goodyear Welt, it is a shoe 
hard to duplicate at $3.60, no matter where 
you look. 


In stock D width. Sizes 5 to 12. TRY 
THE “MERCURY” TODAY. IT IS A 
SURE SELLER. 


Red Wing Shoe Company 


Manufacturers 


Red Wing, Minnesota’ Dallas, Texas 














The Chance to 


GROW 


oes J. C. Penney Company 
is sometimes called “the 


firm with a thousand partners.” 
The number is really more than 
a thousand; but the easily re- 
membered phrase tells the story 
of our growth and your oppor- 
tunity. 

The J. C. Penney Company 
has developed the world’s 
largest chain of department 
stores, with cash sales last year 
of $151,957,865, by sharing 
profits with its store managers ona basis of actual partnership. 

Every manager has a good salary, and on top of this a 
substantial share in the profits of his store and an oppor- 
tunity to share, by stock ownership on unusually advanta- 
geous terms, in the profits of all our stores, now number- 
ing 1024. 

The average income of these 1024 managers would sur- 
prise a good many merchants who own their own businesses 
and regard themselves as well off. 





How does this affect you? 


Our rapid expansion (145 stores added in the last year) 
compels us to engage a few more unusually good men ex- 
perienced in our lines. Each of these will be well paid. Each 
will be a potential co-partner. For we need only men who 
can be trained in the shortest possible time for manager- 
ship of new stores. 

The training period, during which you work as a store 
salesman under a manager whose own success depends upon 
your progress, is not a matter of time but of preparation. 
If you have the trading instinct coupled with the ability to 
absorb quickly our plan of merchandising, your future isin 
your own hands. 

Mere job hunters need not answer this advertisement. 
Even as it is, we are forced to turn away a great many ap- 
plicants. But a welcome for the right kind of man is assured 
—and 99 percent of the men we engage stay. 

Retail selling experience in men’s wear, drygoods or shoes, you 
must have. Age, 25 to 35. A good general education. 
Character. Old-fashioned grit. Sincere interest in your own 
future. Such men are invited to write us in confidence. In 
your first letter give your age and experience and ask for our 
booklet, ““ Your Next Ten Years.’’ Address our nearest office. 


The J. C. PENNEY Co. 


330 West 34th Street Russ Bldg. 1010 Pine Street 
New York City San Francisco, Cal. St. Leuis, Missouri 
Room 1502-M Room 1324 “ Room 1049-M 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 

4c per word. Minimum charge 75c. 

7c. per word. Minimum Charge $1.25 

Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be ‘counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 








- 

















SALESMEN WANTED 


SALESMEN WANTED 


LINE WANTED 





TO SALESMEN SELLING MILWAUKEE. 
MADE CHILDREN’S SHOES: 


We have several good territories open to men who can produce. 


HELMHOLZ SHOE MANUFACTURING COMPANY 
Box 16, Milwaukee, Wisconsin 





SALESMEN 'WANTED 
By Established Manufacturer 


TO CARRY IN-STOCK LINE OF 
WOMEN’S CORRECTIVE WELT 
SHOES AT POPULAR PRICES 


Unusual opportunity for high grade 
men with an established business. 
All territories open with the ex- 
ception of New England and New 
York City. References required. 


Address D-615, care Boot and Shoe 
Recorder, 80 — St., Boston, 
ass. 








Salesmen Wanted 


FOR ALABAMA, FLORIDA, 
TEXAS, GEORGIA, IOWA, 
MINNESOTA, LOUISIANA, 
WISCONSIN; to carry as a side 
line the fastest line of IN-STOCK 
STYLED CORRECTIVE Mc- 
KAY ARCH SHOES priced at 
$2.85 and $3.85. Liberal commis- 
sion basis. Good opportunity for 
big earnings. When applying 
state exact territory you cover. 

CORRECTIVE SHOE COMPANY 


14th and WASHINGTON AVE. 
ST. LOUIS, MISSOURI 











RARE OPPORTUNITY—We are changing 

Tepresentatives in the following states in 
which we have established trade: Ohio, Ar- 
kansas, Indiana, Tennessee, New York State. 
Want men to carry our line of In-Stock leather 
house slippers as side line. Must live on 
territory and cover same close by auto. Give 
full particulars in first letter. No drawing 
account. Weekly settlements against orders 
received. Twenty men now successfully sell- 
ing line. Easiest selling commodity in shoe 
game today. Maid-Rite Corp. (Manufacturers) 
35 York St., Brooklyn, New York. 





ALESMEN WANTED—We have an open- 

ing in several states to carry ladies’ medium 
price novelty shoes in stock, as a side line on 
a_ strictly commission basis, for Missssippi, 
Kentucky, Iowa, Indiana, Arkansas, Tennessee 
and Texas. Applicants must submit references 
with their first letter. Address D-607, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


WE have three more lines to be carried as 
a sideline with a shoe salesman. Our line 
represents a large number of designs of rhine- 
stone shoe buckles and a complete line of spats. 
Applicants must submit_references with their 
first letter. Address D-589, care Boot and 
Shoe Recorder, 189 W. Madison St., Chicago, 


ALESMAN, to sell a specialty line of shoes, 

several good territories open, full particulars 
must accompany application. Address 1-599, 
care Boot and Shoe Recorder, 189 West Madi- 
son St., Chicago, IIl. 


EXAS, Oklahoma, Middle West, Mountain 

States, California—open. Short, sat 7 
side line Turn First Steps all in stock. 7%. 
References first letter. Schuylkill Shoe Com- 
pany, Orwigsburg, Pa. 











ANTED—Salesmen with established trade 

to carry on commission our line of Men’s 
Turn and McKay Slippers for following terri- 
tories: Wyoming, Colorado, New Mexico, Ari- 
zona, Utah, Nevada, Idaho, Washington, 
Oregon. MISTWOLD COMFORT SHOE 
O., Raymond, N. H. 








LINE WANTED 





HE services of a well known salesman, with 

years of successful selling to the best t 
in Texas and adjoining states, will be available 
Sept. Ist. Manufacturers of women’s po; 
priced novelties, desiring a high grade repre- 
sentative in this territory, would do well to 
answer this ad. Address D-616, care Boot and 
Shoe .Recorder, 80 Federal St., Boston, Mass. 


OOD line of work shoes wanted to carry in 

West Virginia. Address D-617, care Boot 
and Shoe Recorder, 80 Federal St., Boston, 
Mass. 











FOR RENT 








Modern Daylight Shoe Factory 
For Sale 


Or will lease on favorable terms. Situ- 
ated at Salisbury, Mass., an excellent 
location to manufacture Turns. 

Now fully equipped with all machinery 
and ready for business. Low taxes and 
insurance rates. Plenty of skilled help 
awaiting opening. Always operated as 
an open shop. 

An unusual opportunity for young men 
with some Capital to develop a very 
profitable business. Address for terms 
and interview. 


WM. H. BUTLER 
27 Lakeview Avenue, 
Haverhill, Mass. 











OR RENT—One hundred per cent location 

for shoe store, Knoxville, Tennessee. Im- 
mediate possession. Rent very reasonable 
For information write Margolies Brother, 
Knoxville, Tenn. 








LINE WANTED FOR 
PACIFIC NORTHWEST 
TERRITORY 


A salesman of broad experience and with 
a wide acquaintance in the. Pacific North- 
west territory is desirous of securing 
representation of a good line of shoes for 
the coming season. Can get results on 
a good line of merchandise. Best of 
references furnished. For further par- 
ticulars address: 
D-613, 
Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 











LINE WANTED—Salesman formerly in re- 
tail business located in Florida, desires line 
of men’s shoes. Especially work line of old 
established company for Florida. Box 21, 
Brandon, Florida. 


WANTED—Popular priced line men’s, boys’ 

shoes for Chicago. Best references. Ad- 
dress D-611, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Illinois. 





One hundred per 


FOR RENT. Store Room. 
0 


cent location,’ rent reasonable. Apply 
M. R. Mirbach, Shamokin, Penna. 








BUSINESS OPPORTUNITY 


UST to start in jobbing business in Phila- 

delphia. I would like to hear from manu- 
facturers who make and can give service in 
infants’ and children’s lines of turns, stitch- 
downs and super welts. I have cash to invest. 
Write at once for investigation. Box No. 
D-612, care Boot and Shoe Recorder, 214 5o 
12th St., Philadelphia, Pa. 











POSITION WANTED 





POSITION WANTED—In the West 


Am 40 years of age, mar: 
dependable. 20 years’ retail experience, _ 
years present position. Specialized in high 
grade trade. Address D-614, care Boot, and 
Shoe Recorder, 80 Federal St., Boston, Mass. 


Northwest. 


15 
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~ WANTED TO PURCHASE 


MERCHANT NEEDS 


MERCHANT NEEDS 








—_ 











To Be Sure Tuat You Receive 


lished 40 years). Cash transactions. 


596 Broadway, N. Y. City 





THE VERY HIGHEST PRICES 


for your retail odds and ends, entire or 
surplus stocks, ask us for our bid (estab- 


New York Exrort Purcuasinc Corp. 

















HIGHEST CASH PRICES 
PAID 


for shoe stocks, slow sellers, etc. Short term 
leases taken over. Transactions confidential. 
Est. 1890. 
MAX GLAUBERG 
54 Lispenard St., New York City 
Canal 8014 




















MERCHANT NEEDS 





"MAKERS OF THE BEST oniy 


RANKEL 


DISPLAY FIXTURE CO.: 


0) Se AA Ce 
DESCRIPTION 


Send for Catalog 
B46 


493 SEVENTH AVE- NEW YORK 


CSTABLISHED 


LABE LS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 


¥e9-27) LEXINGTON AVE., BRODAKLYS atv 
AMERICA’S GREATEST 
SHOE CARTON @& LABEL MPG 


LABELS 


Ihe DISTINCTIVE arid 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


48 39 W 34 TST. N.Y.C 
Dlolaremn, Ab) O12) P-10) Mol fol @) 


THE CORRECT STANDARD 
SIZE STICK 


“VARNUM” 


(Trade Mark Reg. U. 8. Pat. Off.) 


The original and foundation size 
stick on which all shoes were first 
measured and lasted. 
MOST ACCURATE 
AND POPULAR 
SIZE STICK TODAY 


Marked with stand- 
ard American, 
French and English 
measures. Three 
styles — 1 — 2 — 3. 
Made of best qual- 
ity maple wood, 
nickel plated trim- 
mings. 


RETAIL SHOE 
STORES USE 
No. 3 


$1.50 Each 


Be sure it is a “Varnum” for most 
accurate and simple measuring. 


F. W. Whitcher Co., Mfrs. 


Boston, Mass. Chicago, Ill. 








Boston, Mass. 





“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Of.) 


CURVED JAW NIPPER 
Just the Tool for That Tack 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the inside 
of shoes. 


“Manchester” 
Trade Mark Be. vu. &. 
Pat. 4 





nippers are made of 
high-grade tool steel, 
nickel plated, with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 

Genuine 


“MANCHESTER” 


curved jaw when or- 
dering. 

Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


waW 41 HM 


Chicage Branch 
161 W. Lake St. 














$1.45 Each 


According to Size 


American Walnut Finish 
Immediate Delivery 
THE OSCAR ONKEN CO. 


611 West 4th St. 
CINCINNATI, OHIO 














N XE EFS cusnion TIRE 








Insure perfect 
shelf service for 
any line of mer- 
chandise. Deep tread 
steps, properly spaced, 
with convenient full 
length handholds on both 
sides of ladder permit 
mounting or descending 
with ease. Both hands 
free to remove or 
replace stock without 
danger of falling. 
Cushioned Tired 
Trolley and Truck 
Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, B,C. Utilize 
small space. Make top shelves safely avail- 
able for stock purposes. One style—neat of 
design—nicely finished—any height ceiling. 
Tn ousands in use. 
Circular on me E.MYVERS & BRO.CO. 
request. ASHLAND, OH10. 
PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 











| . vi NDOW 
DISPLAY FIXTURES 


I SEGALLE SONS 


923 ARCH ST. 
PHILADELPHIA, PA. 
ARE BUSINESS GETTERS 
SEND FOR CATALOG 
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MERCHANT NEEDS 








a 


=_ 
The CAHILL CARTON 


THE CARTON THAT OPENS IN 
THE FRONT 
BEAUTIFUL COLORS 
ANY SIZE 
SHIPPED KNOCKED DOWN 


Write for Samples and Details 














goa 46 Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 


i 


iff 
wks 


Made in all_ styles 
to suit any shelving 
conditions. 





Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 














High Prices 
a Problem 
in Moose Jaw 


Some Facts About 
Retailing in Western 
Canada 


Moose JAw, Sask.—This is a thriv- 
ing city in the center of a great wheat- 
growing district with a population of 
25,000 people. It derives its name from 
a contraction of an Indian word mean- 
ing “The creek where the white man 


Shoe 


mended the cart with a moose jaw- | 


bone,” an illuminating side-light on an 
episode of pioneering days. 

P. F. Anderson and his brother, E. 
Anderson, operate the two principal 


shoe stores of this city, one named | 


Anderson’s, Ltd., on High Street, and 
the other The Yale Shoe Company, 
Ltd., at 229 Main Street. The Main 
Street store sells high grade correc- 
tive shoes and men’s fine shoes, the 
other sells popular-priced footwear. 
The high grade lines and some popular- 





priced shoes are from manufacturers 
in the United States and added to the 
regular selling price is the custom or 
duty charge of approximately 30 per 
cent. 

The custom authorities, according to 
P. F, Anderson, have just issued a new 
order adding a 10 per cent appraisal 
over the invoice on all footwear im- 
ported. The rising leather situation 
is the reason given by the authorities. 
This new edict together with the in- 
creased cost of footwear will force a 
50 per cent increase in the retail price 
on imported shoes. 

In spite of the increase of approxi- 
mately 33 per cent which must be added 
to the retail price on imported shoes 
from the United States 40 per cent of 
the volume of these two stores is done 
on this type of merchandise. 

One of the outstanding corrective 
lines in the States is handled in the 
Main Street store. On this line is much 
of the business built, particularly the 
country trade. Business is drawn from 
an area of some 250 miles around. The 
district reaching North Portal, Sask., 
to the Alberta boundary. 

An accurate fitting record is retained 
in the store on each of the out-of-town 
sales and a good mail and telephone 
order trade has been built with these 
methods. The reason for reaching out 
into the country is due to the sparsely 
populated districts. Small communi- 
ties cannot offer the types, sizes and 
styles of the larger cities. 

The retail shoe business in this dis- 
trict, according to Anderson, suffered 
the same slump experienced in the 
United States. Business during April 
showed a decline from the period of a 
year ago of 20 per cent. However, the 
business for 1927 evidently was a pros- 
perous one and showed a better profit 
by a wide margin than the average 
store in the States. The net profit on 
volume last year was approximately 5 
per cent. 


Blues Sell in Houston 


Houston, Texas (UTPS) — The 
Walk-Over Shoe Store of Houston is 
selling dark blue kids at this time. Ac- 
cording to C. R. Laden, manager, he is 
buying his fall stock of dark blue, 
darker browns, and blacks. His fall 
shoes are in kids, lizards, and patents. 

Laden’s fall shoes are more on 
tailored lines and getting away from 
so much of the cutouts. He predicts 
plainer shoes in darker shades with 
more emphasis on the smart tailored 
shoe than on the trims and combina- 
tions. 

He has just finished the most success- 
ful clean-up sale ever experienced in 
the history of the store, as it was ac- 
tually as the name suggests, a clean-up 
sale that moved his summer stock. 


New Hanan Shops 


BALTIMORE, Mp. (UTPS)—Hanan & 
Son of New York will open a new 
branch store here, having leased the 
store at 324 North Charles Street, in 
the Brown Arcade Buildings, for a 
term of fifteen-years. Improvements 
to the store, which contain 1650 sq. ft. 
of floor space, are under way. 





BUYING SERVICE 


Group Buying 


SEND FOR DETAILS 








Complete Service and Catalog 
$1.00 Per Month or $10 Per Year 


Representatives Wanted 


102 Albany Bidg. Boston 











Panor to Open Another 


MINNEAPOLIS, MINN. (UTPS)—The 
Panor Shoe Co. is to put in a second 
shoe store on Nicollet Avenue. The 
first is in operation at 620 Nicollet Ave- 
nue, Fred B. Panor manager. Sol Panor 
has leased one of the two stores, 21 by 
110 ft., in an eight-story building at 
808-812 Nicollet Avenue, recently va- 
cated by a furniture store which moved 
elsewhere. The entrance and window 
fronts are to be entirely modern. The 
other store in the building is taken by 
Younkers-Kahn Co. to specialize in one- 
price women’s ready-to-wear, the first 
in the city. The upper floors wil! be 
leased to separate tenants. Elevators 
will be put in and alterations will total 
$250,000. 


Share Unique Vacation 


SEATTLE, WasSH.—Carl F. Wallen 
and John W. Nordstrum of Wallen and 
Nordstrum Shoe Company, share a 
unique vacation practically the year 
round. Both have country homes on 
the Hood Canal and each alternate in 
spending a week at the estates. 

No price resistance was observed, 
said Mr. Nordstrum in a discussion on 
increased prices of footwear, in fact 
better business was established on a 
high price line than the previous year. 


Open Shoe Dep’t 


DULUTH, MINN. (UTPS) — Alben- 
berg’s has opened a shoe department. 
A line of Jacqueline shoes for women 
designed by Wohl is to be sold, and will 
include patents, blond kids and togo 
types. H. M. Dubin, associated with 
this brand of shoe for some time, 1s 
manager of the new department. 


Discontinue Business 


DETROIT, MicH.—Barnett’s, dealers in 
women’s footwear at 1570 Gratiot Ave- 
nue, has discontinued business. The 
firm, which was headed by Kaplan Bar- 
nett, specialized in arch-support shoes 
and sizes for stout women. 


Gault Joins Kinney 


LEXINGTON, Ky. (UTPS)—B. RB. 
Gault of Columbia, S. C., has joined 
the force of Kinney’s Shoe Store as 
assistant manager. 
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Mr. L. Elmer Travers is now in complete 
charge of our Boston Plant. Mr. Travers 
is particularly well qualified to correctly 
serve the New England Trade and main- 
tain Dunbar Standards. 


He is the author of the books—“A Mod- 
ern Course in Shoe Designing” and 
“Model Cutting”—and is internationally 
known for his technical knowledge of the 
industry. We feel certain our many New 
England customers will welcome him for 
his knowledge. 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THE Boot anp SHOE RECORDER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


In this Issue— 


THE BATTLE FOR THE DOLLAR....... By Ralph C. Hudson............ 49 
Apparel and Footwear Fight Side 
by Side. 
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Our Advertisers in this Issue Next Week 
Truitt Bros., Inc., Binghamton, N. Y Grand Rapids Store Equipment Co., Grand 


Sweet, Alfred J., Co., Auburn, Me Goodwin, C. L. Inc., Worcester, 
* 94 ° 
you will find 
Rapids, Mic 


Tweedie Footwear Corp., Jefferson City, Mo. ; a 
United States Rubber Co., New York City 82 a 177 é 


- incinnati, O...4-5, 15 
United States Shoo Co., Cincinnati, O Manolis Mfg. Co., Chicago, Ill Boot and Shoe 
Walton, A. G., Co., Boston il Milbradt Mfg. Co., St. Louis, Mo 


Weinbrenner, Albert H., Co., Milwaukee, Miller, O. A., Treeing Mach. Co., Brock- Recorder 
Wis. 


SE. Shoes secesesencesencestoces - 89 
Willits Shoe Co., Halifax, Pa Myers, F. E., & Bro. Co., Ashland, Ohio... 97 





Withers, W. A., Shoe Co., Elizabethtown, 
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Onken, Oscar, Co., Cincinnati, Ohio 


Wolff-Tober Shoe Co., St. Louis, 
Wright, E. T., & Co., Rockland, Mass..70, 70a 


Scholl Mfg. Co., Chicago, Ill 
Segall & Co., Philadelphia, 


Whitcher, Frank W., Co., Boston, Mass.... 


LEATHER AND OTHER MATERIALS 





Amalgamated Leather Co., Phila., Pa 
MACHINERY, LASTS, MFRS.’ SUPPLIES, 
Armstrong Cork Co., Lancaster, DRESSINGS, ETC. 

Barnet, J. S., & Sons, Boston, Mass Beckwith Mfg. Co., Boston 2nd Cover 


Beggs & Cobb Co., Boston, Mass 
Conaway, Winters, Ochs, Inc., Boston, 


Creese & Cook Co., Boston 








Essex Rubber Co., Trenton, N. J Dunbar Pattern Co., Brockton, Mass...... 


Evans, John R., & Co., Camden, N. J....30, 31 | povart @ Sons, Inc., Union City, N. J... 


Goodyear Tire & Rubber Co., Akron, O.... 27 Kiase, B. H., Weaving Co. New York City UR industry will always make 
three hundred million pairs of 
Hele, Alfred, Rubber Co., Atlantic, Mass.. 38 | 11404 wast Color Eyelet Co., Boston, Mass. shoes per year. That’s practically 
Hub Gore Makers, Chelsea, Mass.......... 18 Stiet Gand Ga, Sarton, Beed........ 44, 45 the minimum requirements of its 
, ublic, but the absorption of the 
Egaer. C. B., Co, Boston me 4 eretamernenca Tce saa. 102 < omenal of pairs is what makes 
Keystone Leather Co., Phila., Pa....3rd Cover profitable all branches of the indus- 
try. A leather man is author of the 
koeumnes, A. C., Leather Co, Boston statement that “when over a million 
levor, G., & Co., New York City SHOE ORNAMENTS pairs of shoes are made per working 
New Castle Leather Co., New York City.. , . day, there is evidence of business.” 
w Cracovaner, New York City This Fall both making and selling 


. re; ) y > 
— & Vogel Leather Co., Milwaukee, 16 Hamilton Wade Co., Brockton, Mass...... 66 will be Be ared a to that figure. 


Hy-Grade Siteser Gunsly Co. Mow York This we know—the capacity for 
work in creating wealth is increas- 
Kowal Ornament Works, Brooklyn, N. Y.. 88 ing. People want more and better 
Standard Kid Co., Boston things—including shoes—and _ will 
a Maison Mann, Inc., New York City work as never before to acquire them. 
C 6: 9 , ; The anticipation of orders in all 
. Veith, A. & H., Inc., New York City . . . 
lines of apparel points to an active 
a. Pulp & Paper Co., Fall season. Shoe merchants in 
market visits have indicated that 
they are not afraid of the business 
MISCELLANEOUS outlook—national election and cam- 
paign hookum regardless. 


Respro, Inc., Providence, 


FINDINGS AND SHOE STORE SUPPLIES | Boot & Shoe Workers Union, Boston, Mass. 
Ad-Crafts Shops, Inc., Chicago, Il Central Mfrs. Mutual Insurance Co., op —— 4 een of the Boor 
Adler-Jones Co., Chicago, III To sor “y oy oo gb al 
s Co., , ort will be put into Fall selling 
Ameriean Seating Co., Chicago, Ill Canes Saas we roel Senin, Beton, . ideas. We open the merchant’s Fall 
season for him by showing him how 

Glauberg, Max, New York City to get the early Fall money, through 
Cahill Carton Co., Harrisburg, . : better windows, better store service, 
Meyer, Frank B., Ce., Inc., Brooklyn, N. Y. better advertising, and all the aids 
Pelli, W. E., Adv. Service, Chicago ae Ay City. mcsgone one epee 9 path ene pe aor On Sie 


— Display Fixture Co., New York 


Andrews, A. H., Co., Chicago, III 


Vexlume Corp., Buffalo, N. Y 





Penney, J. C., Co., New York City 
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